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GAS COCKS FOR ALL GAS APPLIANCES 


Our iarge plant in Detroit affords us manufacturing fa- 
cilities that enable us to supply almost any demand made 
upon us. By volume production we are enabled to offer 
a high grade line of gas cocks at prices that we believe 
to be unequalled. 

Every gas cock turned out by us is a quality product. 
We make all sizes, all styles, for all purposes. We make 
them to comply with A. G. A. and U. G. I. specifications. 
We make them to suit your own individual requirements. 

Gas cocks for ranges, hot plates, water heaters, gas ap- 
pliances of all kinds are manufactured by us. 

An investment in Acme Gas Cocks will be ampiy re- 
paid in service and performance. Our unusual shipping 


facilities enable us to make remarkably quick shipments 
on rush orders. 


Acme Brass W orks 


8211 Collins Ave. and Belt Line Railroad 


DETROIT, MICH. 
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Koppers Coal Gas Plants 


There are now under construction two plants of our 
small gas oven type, located at Battle Creek, Mich., and 


Zilwaukee, Mich. 


Into these plants will go the knowledge and experience 
gained in building virtually 90 per cent of all the by-product 
coke and gas ovens in the United States and Canada. 


Every feature of these plants has been thoroughly 
proven in our larger installations, the only change being in 
size to permit of the smaller capacities desired. 


From the standpoint of economical operation, low 
maintenance cost and durability, these small gas oven 
plants will surpass anything built to date of similar capacity. 


This statement is founded on actual results secured 
from larger units which we have built, some of which have 
been in operation as long as ten years, such as at the Laclede 
Gas Light Co., St. Louis, Mo.; Seaboard By-Product Coke 
Co., Jersey City, N. J.; Providence Gas Co., Providence, 
R. I.;, Minnesota By-Product Coke Co., St. Paul, Minn.; 
Milwaukee Coke & Gas Co., Milwaukee, Wisc. ; Chicago By- 
Product Coke Co., Chicago, IIl., and the Camden Coke Co., 
Camden, N. J., all of which are operated primarily for the 
manufacture of gas. 


The KOPPERS COMPANY 


PITTSBURGH, PA. 
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It inspires 
confidence — 


The U. G.I, 
AUTOMATIC CONTROL 


for 
water gas apparatus 





di 141 


It has no device upon it for measuring the 
confidence it inspires, yet that is one of its 
strongest features. It does the thing expected 
of it—without a slip or mistake of any kind. 


Thereare 126 U. G. 1. AUTOMATIC CON- 
TROLS in operation—and more on order—be- 
cause of this reliability, plus the efficiencies 
obtained. 


THE U. G.I. CONTRACTING CO. 


Broad & Arch Sts., Philadelphia 
335 Peoples Gas Bldg., Chicago 928 Union Arcade, Pittsburgh 
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How Attacks Affect the Gas Industry 


THE WAY SOME COMPANIES ADVERTISE TO OFFSET PROPAGANDA 


By Robert S. Merrill 


If all the gas companies in the country could only 
send, for just one month, to every customer a de- 
tailed bill of services rendered, it would be one of 
the biggest things that ever happened to the gas in- 
dustry. It would mean more good-will, more gas 
consumed and the sale of more appliances. 

Can you imagine a customer getting, not the usual 
long narrow slip containing barely more than the 
meter readings and figures but an itemized state- 
ment that began like this: 

“To saving baby’s life when she became ill sud- 
denly in night and it was necessary to heat water 
quickly. 

“To carrying out ashes for one month. 

“To carrying in coal and kindling for one month.” 

Suppose there was a whole string of items like this 
and the charge for all of them in the neighborhood 
of $2.40. Wouldn't there be a new attitude toward 
the gas bill? Would there be so many housewives 
remarking: 

“T didn’t want to light the gas?” 

This thing of putting upc the bill all the services 
performed has been done in other lines with sur- 
prising results. In an Illinois town there were two 
undertakers. One had the practice of sending in 
a blanket bill: 

“For services rendered, $375.” 

But the other listed in detail the various services 
he performed so that the family could be impressed 
that there was actually a good deal of work, time and 
material connected with the conduct of a funeral. 
When they saw that an investment of not only time 
but money was required for supplying the chairs, the 
crepe for the door, the dressing of the hair, the maid 
to help the family, the different garments for burial, 
the stenographer to type the funeral sermoh and 
make copies for the family—these and half a hun- 
dred other things—they realized that the charge was 
not exorbitant. 

The same idea has been worked out by concerns 
in many other lines of business—showing all the 
labors performed and materials used. An advertis- 
ing man found that his customers regarded his 
charges as high. But when he commenced to put 
upon his bills the details he stopped the complaints. 
Not until then did his clients realize that it took time 


to plan the advertisement, to make sketches, to su 
pervise the artist’s work, to order the engravings, to 
read proof and many other things. 

Now few of these other businesses are subject to 
as much criticism as the gas company. The gas bill 
is understood to be legitimate prey for jokes but 
the number of persons who really believe that the 
gas company cheats in its bills is almost beyond be 
lief. The gas company cannot come in contact with 
all of them. There are persons, who are supposed to 
be above the average 4n intelligence, that have indi 
cated as much in my presence, and knowing my in 
terest in gas affairs. 

Does any merchandising man question that the re 
fusal of this attitude to die away is a genuine obsta 
cle to the sale of appliances? 

Just how this wave sweeps on and on—and what 
some gas companies are doing to offset it will be of 
interest to gas men generally. I never had it so 
vividly impressed upon me as recently when it was 
necessary for me to go through a big stack of peri 
odicals of all kinds in search of some material. There 
were newspapers, professional magazines, trade pa 
pers, country weeklies and even house organs. 

Look at some of the things I found and get an 
idea of how extensively they circulate. 

One of the first things that took my eye was a 
cartoon headed “Ain’t It a Grand and Glorious Feel 
in’? It was drawn originally for a New York paper 
but it was syndicated to daily newspapers through 
out the country. Here is a summary of the stages 
shown by the six pictures: 

“When the collector comes around to collect the 
gas bill which you KNOW you've already paid. 

*And he becomes insulting. 

“And you search and search through bales of re 
ceipts and cancelled checks. 

“And you frantically paw over stacks and reams 
of papers. 

“And then at last you find it. 

“And the villain is foiled—Oh-h-h Boy! Ain't it a 
Gr-r-r-rand and Glor-r-r-rious feelin’ ?” 

This I passed by with hardly more than the 
thought that it wasn’t good-will stuff. But I re- 
called it when later IT came across another cartoon 
in a Middle West daily published in a small city. It 
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was headed “T’was Never Thus” and showed a pic- 
ture of a man telephoning. His conversation ran as 
follows: 

“Hello! Gas Company ? my gas bill came an’ 
it’s only two dollars and ten cents—it’s always been 
at least five dollars—wish you'd have someone come 
up and examine th’ meter.” 

Like the other cartoon, this one was part of a 
series syndicated all over the country. I laid these 
aside, meditating upon the tendency to pick upon the 
gas bill. These comic pictures have copsiderable 
power in influencing public opinion. This power was 
emphasized recently by Katherine Fullerton Gerould, 
in Harper’s Monthly who said: 

“Now we all know that if all the essayists in the 
country wrote simultaneously of one subject their 
product would be less a sign of the times thajn one 
cartoon. A joke does not carry unless it refers to 
something that everyone is aware of or involves an 
absolutely general sentiment. The humorist has 
nothing to do with special minorities. His appeal ts 
to the man in the street. In that sense humor must 
always be broad.” 

As I have said the periodicals in this stack I was 
looking through were varied. I came across a month- 
ly magazine, a humorous one for physicians and 
surgeons. Glancing idly through it, my eye was 
sigalled by a familiar word. I read: 

“Dr. Poore was overcome by gas the other day.” 

“A doctor overcome by gas? How strange!” 

“Not so very. It was the first of the month and 
his bill came in.” 

Now I am not going to take you clear through 
that stack of periodicals. It will be sufficient to in- 
dicate the range of papers that spread the idea of 
the unwelcome gas bill. 

The next one was a weekly paper from California 
It gave us this: 

“With Profuse Apologies to the Author of ‘I Am 
the Red Cross.’” 

“T am the nearest thing yet to perpetual motion. 

“T am always moving. 

“I am the subject of much unkindly criticism, but 
I go right ahead and pay no attention. 

“Many a man has threatened to kick me out and 
all that sort of thing. but few have ever done it. 

“T am the original little efficiency expert, always 
on the job and always willing to work overtime. 

“T stay right at home and keep going while the 
family is away on a visit. 

“I do my work faithfully and often tack on a little 
extra for good measure. 

“But I get no credit for it 

“Tam the gas meter.” 


Say 


only abuse. 


Like an Endless Chain 


This particular little bit of humor did not bear the 
earmarks of coming from a syndicate. The paper 
that ran it did not use a syndicate service. On the 
other hand it was one of those things that never 
ends its travels in the smaller papers. The editor in 
running through his exchanges, sees it and likes it 
He cuts it out. One day the printer remarks that 
they are all out of copy. He gets this reprint. It 


is set into type. Then another day type is needed to 
hill up the paper, This item is used. Another editor 
sees it, clips it for his future use. It costs nothing— 
to the paper. 

\nd so the idea that the gas meter often tacks on 
a little for good measure goes the rounds. 

Where and how do such things start? Somebody 
has to write them, to put them together. The pile 
of papers gave an idea. Among them was a trade 
paper for writers. In it was an article on “Writing 
Humor.” <A quotation will be interesting: 

“No joke is a wise joke if it is offensive to a con- 
siderable proportion of the readers of a periodical .. . 

“It is quite safe to get flippant over plumbers and 
their alleged scandalous charges, but it would never 
do to make the same remarks about bricklayers, for 
instance. The plumbers are calloused by this time, 
but the bricklayers would be touchy. Similarly one 
can make a comic charge that the milkman is selling 
water, but an inference that the jeweler is mixing 
copper with his gold would probably result in serious 
trouble. Both insinuations are equally false, yet one 
is safe, and the other is not safe, that is, so long 
as no individual firm is mentioned. Generalities are 
essential in humorous exaggerations.” 

It is obviously regarded as safe to make false in- 
sinuatiqns against the gas industry. Evidently gas 
man are regarded as “calloused.” 


They Are Fighting Back 


However, this expert on writing humor is wrong. 
The plumbers are touchy and planned to take some 
steps to stop jokes about scandalous charges. They 
realized it was hurting business. : 

More recently the jewelry trade “as an industry 
has suffered from the effects of silly articles by ir- 
responsible writers,” as The Jewelers’ Circular puts 
it. As a rule malice is not suspected just as with 
jokes about the gas company “but in most instances 
the inaccuracies are due to the ignorance of the 
writers, or to their desire to be sensational or 
funny. These writers and the editors who ac- 
cept and publish their copy give little or no thought 
to the effect of such publication upon the business of 
the jeweler, simply considering the matter as an 
item of passing interest or amusement, worthy of 
neither careful consideration nor any attempt at 
verification upon their part. But the harm that such 
articles do is not at all inconsiderable and it is up 
to the trade to take steps to minimize this evil even 
if it cannot be ehtirely eliminated.” 

Gas men, like the jewelers, have probably felt “that 
a demand for a correction would do no good,” and 
“suffered in silence.” This policy is wrong, the 
jewelry paper believes, and in advocating resentment 
of “every attack made upon us whether serious or 
humorous” points out what also affects the gas in- 
dustry. 

“After all, we must realize that the men who edit 
gnd publish newspapers and magazines are ordinary 
mortals who run along lines of least resistance and 
who conduct their publications are a rule honestly 
and in the interest of their readers, putting into them 
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those things they think the readers will enjoy. 
Such people will hold to these ideas as long as they 
are not educated to the contrary view, particularly if 
they feel that there is no danger of controversy as 
a result of any of the . . which they may publish. 
“Now it is a well known fact that in many of the 
large cities and towns, editors of newspapers and 
magazines, are very careful about publishing items 
relating to certain races, creeds, sects and organiza- 
tions, without a very careful verification of all the 
facts stated. This is because the bodies referred to 
have made it a point to resent all misinformation 
about them, their ideas and immediately take 
pains to have any misstatements corrected. The 
editors are not looking for controversy . . . and con- 
sequently articles dealfig with these subjects are not 
treated lightly but carefully weighed and their effect 
and full meaning ascertained before they go into 
type.” 


Advocates Protesting 


This leads to a suggestion that local men write to 
the papers at once whenever injurious slurs and jokes 
are printed and also take up the matter with sec- 
tional and national organizations. Gas men, too, 
could secure action in this way. 

For example, if a syndicated comic that hurts the 
business of the gas company appears in the local 
paper, the company has a right to protest to the ad- 
vertising manager of the newspaper. It is a direct 
attack upon the gas company because as a rule there 
is but one ina city. There is no question as to what 
gas company the reader of the newspaper will have 
in mind. 

A comic picture or a joke about gas bills being 
unduly high is a contradiction of any statement that 
may be made in any gas company advertisement. 
And it is more impressive than any gas company ad- 
vertisement. Subscribers to the paper do not know 
how it got into the paper. They think it represents 
the opinion of the editor. How else could it get in? 
they ask. 

Undoubtedly most of these papers do not realize 
that they are hurting the gas company’s business 
They do, indeed, follow the line of least resistance 
and it would require little effort to check trouble- 
some comics and jokes at their source. Here in brief 
are some steps that could be taken: 

The local gas man could explain to the local paper, 
everytime something injurious appeared, that all un- 
wittingly the editorial department was killing the 
pulling power of advertising in that paper by sup- 
plying an opposing idea to the minds of the readers. 
Discredit the gas company’s ads and you discredit 
all ads Jn the paper. 

The local gas man, could, in most cases by using 
tact, cause an order to be issued in the editorial de- 
partment, that all attacks upon gas companies, in the 
shape of jokes and pictures about unfair gas bills, 
should be discarded when syndicate services came in. 

(It would not be long until the managing editors 
of the symdicates would learn that local editors were 
not using them—-then why have them drawn? Far 
that matter any gas association could point out in 
letters to the various syndicates that newspapers 
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If it’s done with heat— 
You can do it Better with GAS 


THE PEOPLES Gas LIGHT & COKE COMPANY 
CHICAGO 




















were to be educated against material that injured a 
single advertiser in the city—and it 1s likely the 
point would be conceded. It is my opinign the syn 
dicates or editors never thought of it in that light.) 

But even if all the jokes and pictures were to 
cease overnight the idea that the gas bill is an un 
fair charge would still cling for years. The con- 
sumers must be educated to realize that the monthly 
bill is for conveniences. The jokes and comics have 
portrayed the agony. What will take their mind 
off ? 

Reproducing letters from satisfied customers is 
one way. The Peoples Gas Light & Coke Co. of C hi- 
cago got hold of a good letter from the editor of an 
optometric paper and ran it in its advertising. This 
letter had a human interest tang to it, and because it 
is hard to resist the tendency to read other people's 
letters proved good publicity. It said: 

“T overheard my wife admonish one of the 
young folks about the use of gas, and she said: 
‘Your father loves to pay a gas bill,” which | 
thought was pretty good. 

“As a matter of fact, there is no bill I pay 
more cheerfully for it represents a service | 
very much appreciate. Last fall, as a safeguard 
against the coal shortage, I put in a Radiantfire, 
setting it up in the cold corner of the dining 
room. Although we have a bin full of coal, we 
use it frequently. Sometimes the furnace doesn't 
supply the required heat, and especially in the 
momning or late in the evening, the fire is low 
and more heat is desirable. 
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“ 


In such a case, the Radiantfire fills in the 
gap. I have another water gas heater for the 
front room and between them and the furnace, 
we are ready for all kinds of weather, especial- 
ly damp clammy weather, when the furnace 
doesn't seem to draw. I don’t think I ‘enjoy’ 
paying bills of afiy kind, but I seem to get more 
for my money out of the gas bills than any 
other. They represent service that I appreciate. 

“Yours sincerely, 
“GEORGE A. 

Letters like this, published, 
stop and think what they get for their own gas 
bill. It awakens them to a certain extent. Of course 
the attitude toward the gas bill is not revolutionized 
overnight but the seed is sown. It starts them to 
thinking of what is behind the gas bill which is what 
a detailed statement of services on the bill would 
do if it were only possible. 

Something of this picturing the services performed 
is found in the advertising of the Madison Gas & 
Electric Company of Madison, Wisc., which is un- 
der the caption of “The Blue Flame of Convenience” 
said: 

“Cubic 
figures of 


ROGERS.” 
make lots of people 


feet of the discount period—round 
‘price’—a few rules and regulations; that’s 
what you see, in a hurried way in your monthly gas 


bill. 


gas 


“ 


But cold faets like these don’t tell half the story. 

“Gas service is human service, guarding the health, 
happiness and welfare of your family, ensuring per- 
fectly cooked meals, instant hot water flowing at 
the faucets, warm comfortable rooms, a washday 
with clothes washed, dried and ironed and kitchen 
refuse disposed of in a sanitary way. 


Sut still to be included are the human hands, en- 
gineering brains, the costly maintenance of huge 


structures of steel and iron, extensive networks of 
mains, valve and pipes, coal, coke and oil reserves, an 
office staff and other essential links in a great or- 
ganization chain built for your benefit. 

“If you would know the real story told by your 
monthly gas bill; if you would fully appreciate the 
blue flame of convenience that comes into your home, 
you must think of all these factors.” 


When there are more advertisements like these, 
when the editors cf local papers have been shown 
how they are discrediting the advertising power of 
their papers then there will be fewer and fewer who 
genuinely believe that the gas bill is always larger 
than it should be. - 

And 
more 
pany 


why doesn’t that mean the sale and use of 
appliances? It’s a realization that the gas com- 
gives value for the mcfhey spent with it. 


Portland, Oregon, Initiative 


ANOTHER NOVELTY IN ADVERTISING APPLI ANCES BY PORTLAND GAS & COKE CO. 


(By Special Correspondent) 


One of the most novel ways of displaying gas ap- 
pliances is located in the basement of the Gasco 
Building, which is an office building in the heart of 
the town, in Portland, Ore. 

My attention had been called to the cooking dem- 
enstrations given in the Model Kitchen, and on a re- 
cent visit I found that further improvements have 
been made. 

The kitchen has been subdivided, using the farther 
corner for a beautiful Breakfast Room. As is shown 
in the picture, a fireplace is built in, using a Radiant- 
fire. Above this is a china closet. In the center of 
the picture is shown an art glass window which is 
made to look out upon “scenery.” Every little detail 
it attended to, even to the color effect of just one 
red rose and the stuffed canary bird on top of the 
window casing, where birds are so in the habit of 
alighting when they are freed from their cage. From 
the center of the ceiling is suspended one of the 
modern Welsbach gas light fixtures, which is kept 
lighted and is marked “This is Gas.” 

The curtains show that a woman’s taste has been 
consulted, as they are a lag 00 departure from the 
sterotyped dotted Swi: They are of yellow and 
white checked ce wie cht which gives the little room 
a touch of warmth. 

The wainscoting is of a very rich paper repre- 
senting hammered brass. On the right may be seen 


a book rack for putting the cook books, newspapers 
and such things in. Just to the left in the picture, 
which I secured from the Advertising Department, 
one notices some cans with spices. These are on a 
rack which separates the breakfast room from the 
tiled kitchen, and are in easy reach of the house- 
wife as she stands in front of the kitchen range. 

Adjoining this breakfast room and_ beautiful 
kitchen is a part of the basement utilized for a Model 
Laundry, with gas-heated washing machine, gas- 
heated ironer, and in the rear a gas dryer 

The window shown in the picture above the clothes 
rack is made to appear as though the sun is shining 
through it. This effect is obtained by using an elec- 
tric light in a recessed wall, giving the room a pleas- 
ant appearance. 

The floor is linoleum 
tion tile. 

Adjoining this laundry is the ‘ ‘Spotless Basement” 
which was being used during my visit by salesmen 
to show prospective customers how nice a basement 
could look when solid fuel was not used. 

The ceiling of the basement represents the joists of 
the floor above. The basement is connected with the 
laundry by a “doorway.” 

When I was there the company was just finishing 
a parlor as shown in the picture. It has one radiator 
on each side. A sign above each radiator shows that 


; the walls papered in imita- 
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Breakfast Room 


hot water is supplied by a gas-fired boiler. In the 
center is a fireplace with Radiantfire. In both cases 
the Radiantfires are electrically lighted behind red 
tissue paper. 

On either side of the mirror can be seen a very 
dainty and attractive Welsbach bracket, while the 
four lamps supply the rest of the light, there being 
no chandelier and no electric light used for lighting 
in any of the displays. 

As is very plainly shown in the picture, the old 
beam ceiling of the basement has been replaced by a 
false ceiling of cloth, kalsomined. The wall in the 
background is a short distance from the basement 


wall, allowing an outdoor scenery effect painted on 
canvas seen through lace curtains, and lighted from 
above. On the right are French doors leading into 
a garden. 

The garden also is represented by a scene painted 
on canvas. 

The company was working on a large room next 
to this parlor, representing a modern complete hotel 
kitchen. 

The attendant told me that the series of rooms has 
made such a hit that several of the large Depart- 
ment stores have had men inspecting, measuring and 
taking notes in order to install similar exhibits in 
their own salesrooms. 











Parlor or Living Room 


I noticed that just at the farther end of the series 
of rooms were the free telephones, and that the 
women that flocked in to use this convenience in 
variably took time to examine the displays. 





Stunts That Have Made Sales 


HELPING THE CUSTOMERS TO DECIDE 


By Frank H. Williams 


The saleslady in charge of the salesroom of a Mid- 
dle Western gas company one day recently found 
herself facing a rather elderly woman, poorly 
dressed, and anxious. 

“IT want to look at a portable oven to put on my 
cas range,” said the customer. 

“Certainly,” replied the saleslady. 

“My daughter ts just married,” exvlained the cus- 
tomer, “and she wants a portable oven badly and 
yet I’m afraid the price is too high for me. What 
is the price of these ovens?” 

The saleslady named the price. A look of disap- 
pvintment came into the customer’s face. 

“Just as I thought,” sighed the customer. “It’s a 
nigher price than I can afford. And my daughter 
wants one so bad, tco. It would be a great help to 
her in her cooking. Her husband thinks her cooking 
is great.” 

The customer opened and shut the door of the 
oven she was looking at and then regretfully turned 


and started to leave. It looked as though the sale 
was irrevocably lost. 

But the saleslady was resourceful and determined. 
She decided instantly that she was going to make 
the sale before the customer left the building, if she 
never did another thing. So she did some quick 
thinking as to possible ways of putting the proposi 
tion over and finally hit upon a good idea. 

“Just a minute,” the saleslady exclaimed, “have 
you a gas connection in your home?” 

“Yes.” 

“Well, then, you can pay for this oven on the in- 
stallment plan—a small amount each month when 
you pay your gas bill.” 

The customer hesitated. 

“It may mean a lot to your daughter,” went on the 
saleslady. “You know how important cooking is in 
making a married man contented and you know the 
first year is said to be the hardest. Owning this oven 
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light mean everything in the world to your daugh- 
ter’s happiness. Think how much YOUR portable 
oven has meant to you in your married life!” ’ 

“That's right—it has meant a lot to me,” exclaimed 
the customer. “I'll take the oven.” 

\fter the customer had left the building, upon con 
cluding the trans:ction, the sales manager came up 
to the saleslady. 

“How did you know that customer had a portable 
oven of her own?” he asked. 

“She was perfectly familiar with them,” the sales- 
lady replied,” and as she was so very anxious for her 
daughter to have an oven it indicated to me that the 
old lady had one. So I took a chance. It was the 
cenly way I could see to make the sale to suggest that 
her own oven had been very important in her own 
married life. And it put the sale over!” 


The Sales Manager Takes a Hand 


A young married couple had been in to a gas com 
pany’s salesroom a couple of times to look at a 
water heater but they hadn’t purchased the appli- 
And though they had promised to come back 
It looked as though the 


ance. 
again they hadn't done so. 
sale was lost. ‘ 

The sales manager in going through the cards list- 
ing prospects came across the card carrying the name 
oi this young couple and he determined to put the 
sale across. Accordingly, when the opportunity pre- 
sented itself, he called at the house where the couple 
lived and brought a heater with him and a man to 
install it. 

Only the wife was at home and at first 
wouldn’t listen to the idea of installing the heater. 
The sales manager képt on talking but he could see 
he wasn’t getting anywhere and he was becoming 
discouraged. 

Then there came the sound of a fretful baby’s cry 
from another room, And at once the sales manager 
saw his opportunity. 

“Warm water quickly when you need it for the 
baby—that’s what you should have in this house!” 
eyclaimed the sales manager. 

“That’s what I’ve been thinking,” 
young mother. 

“A water heater is a fine thing in a growing 
family,” went on the sales manager. 

And he advanced several more arguments tending 
to prove that hot water for baths help children im- 
mensely. 

The upshot of the whole thing was that the sale 
was made. 

“That’s the idea,” said the sales manager to him- 
self as he drove away after concluding the deal, “get 
after the women of the house in selling household ap- 
pliances. The men may seem to dominate the trans- 
action but it is really only the women that have to be 
sold, as they themselves will do all the needed selling 
of their men.” 


she 
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The Cost of Not Buying 


There had been a vast amount of talking between 
a salesman for the appliance department of a gas 
company and a middle aged couple about a gas range. 


The couple wanted the range but they balked at pay- 
ing the price asked for the article. That, in fact, was 
the only point that- was holding up the purchase. 

Finally the salesman who was handling the prop- 
osition became peeved at the delay and decided that 
a little straight-from-the-shoulder talk would clean 
up the atmosphere and put the deal over. 

“Listen,” said the salesman to the couple, 
people want a range and know that you need jt and 
yet you let the price keep you from having one. Of 
course the price seems high—you can’t expect to get 
a high grade article for a mere pittance. 

“Now stop looking at the price of this range for a 
while and look at the price of NOT buying it! 

“Yes, I mean that you’re paying a price for not 
buying this range—a price that may in the end be a 
lot bigger than the sum you're balking about paying 

“Your old range is worn out—you've told me so 
yourself. It takes a lot of time and effort to get 
any results from it. It looks terrible. It depresses 
you every time you try to do anything with it. A 
few more months or years, perhaps, and you won't 
be able to do anything with it. 

“All this irritation and annoyance and extra work 
and trouble caused by this old range is geing to have 
its effect in shortening your lives and neither of 
you are spring chickens any more. Is it worth while 
to pay some years of your lives just to keep from 
spending the required money for this new range?” 

This argument made the couple sit up and take 
r.otice and—it put the sale over. 


“you 


A Gift or a Purchase 


Another range sale was made in this way: 

The prospective purchasers were a newly married 
couple who were moving into a new home in one 
the residential sections of the city. They showed 
great interest in the ranges offered for sale by the 
gas company but they held off from buying because 
they said they expected one of their relatives to 
give them a range. 

“Pick out the range here that you want,” the sales- 
man suggested. “We'll install it in your home and 
not charge you any rent for it. Then your relatives 
can give it to you if they want or you can buy it as 
you will if they don’t give it to you. In this way 
you'll not have to get along without the use of a 
range until the proposition is settled.” 

The couple saw the point, the range was installed 
and, eventually, the young couple bought the range 
themselves. 


GLOUCESTER GAS LIGHT CO. WINS PRIZE 
The Gloucester Gas Light Co., of Gloucester 
(Mass.), won the prize for the best percentage in- 
crease in gas appliance sales for January, February 
and March, 1923, over 1922. The contestants were 
the companies controlled by the Massachusetts 
Lighting Companies of Massachusetts. Gloucester 
showed an increase over last year of 69 per cent. 
There was a great deal of interest in the contest. 
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Hot Water Heaters for Summer Use 


WHAT HAS BEEN DONE BY A NUMBER OF COMPANIES. 
By W. B. Stoddard 


The American Gas Association last year conducted 
an exhaustive investigation regarding gas appliances 
of all kinds and discovered that while there were 
over 7,000,000 gas cooking appliances in use there 
were only 1,500,000 water heaters of all types, and 
the Commercial Section summed up the situation as 
follows: “Realizing that an increase of gas con 
sumption by present consumers is more desirable 
than sales secured from new consumers which entail 
additional capital expenditures, we are convinced that 
the largest unsold market in the domestic field is 
that of ‘gas hot water’ and the sale of automatic 
heaters, giving hot water service commensurate with 
the highest standard of household appliances, should 
receive from this time a continuous and major effort 
by all gas companies.” 

How is this to be done? The best way to answer 
this is to show what has already been done by a 
number of enterprising firms. “What man has done, 
man can do,” and the following out of some of 
these plans by those who have not already tried 
them will convince any dealer of their practical effect 
on the increase of sales. 

The Wisconsin Gas & Electric Co., Racine, Wisc., 
a city of 58,000 people, last spring sold 500 tank heat 
ers. Mr. Mikelusky, of the publicity department, 
said that advertising, backed up by intensive sales 
manship was responsible for their success. The fea- 
ture of the sale was to install a double copper coil 
tank water heater to the customer’s tank equipment 
at a special price during the ten days’ sale of $18—S3] 
down and the balance at $1.50 a month. Long before 
the sale was started every detail was worked out 
Newspaper ads were written, and gas bill inclosures 
were printed featuring the special sale, and enclosed 
with the monthly bills. A big bill showing “Hot 
water in the bath room”, “hot water in the kitchen” 
and “hot water in the laundry” with a full deserip- 
tion of the tank heater and the slogan “One dollar 
puts a heater in your home” was mailed to all of 
their 12,500 consumers. Three days before the sale 
started the newspaper advertising began. The cop) 
played up the price and the ten-day sale limit. 

Every day during the sale a large ad appeared in 
the papers. The first day of the sale brought a lot 
of people into the gas office. The ads had created in 
the minds of the people a desire for the hot water 
heaters and the sales force was put into the field to 
cash in on that desire. During the ten days 502 
heaters were sold. Every purchaser was anxious to 
have his heater connected and this connection was 
started at once. Quick action tank couplings were 
used and the installation of each heater was com 
pleted in less than an hour, and hot water service 
was then at hand. The celerity with which these 
connections were made was a vast point in their 
favor and resulted in the sale of additional heaters 


from neighbors and acquaintances who saw the com 
fort and convenience of instant hot water service. 
Two for One 

In Charlotte, N. C., a novel idea was tried out by 
the gas company, which while absurd on the face of 
it, brought in such excellent returns that even the 
scoffers were convinced. Having conducted an ef 
fective hot water heater campaign, during which the 
heaters were sold at $15, and having apparently ex 
hausted the field, they tried a new advertising dodge 








Window Display, People’s Gas, Chicago 


and offered two heaters for $25. Immediately a 
howl w ent up “Who on earth wants two hot wate1 
heaters?” But this is what happened: Many who 
had not purchased during the sale fell a victim to 
the bargain lure, and made it a business to go out 
and find someone who would take another heater 
each party securing his equipment for $12.50. Peo- 
ple actually inserted want ads in the local papers 
offering to split the price with anybody who would 
take another heater. As a result the sale of heaters 
was tremendously increased, not to mention the 
subtle effect of having so many people talking about 
water heaters. ‘ 

\ new type of newspaper advertising was adopted 
by the Harrisburg Gas Co., Harrisburg, Pa., during 
their water heater campaign. Instead of using dis 
play space the company employed straight reading 
matter, discussing some phase of the gas business in 
what appears to be a regular news item. Every day 
during the heater campaign such an ad appeared in 
the local papers, always on a different subject. vet in 
all of them the advantage of gas heaters being in 
directly voiced. For example, one of the “reading 
notices” advised that: | 
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GAS HEATERS ARE FILLING POPULAR NEED 


“To every gas consumer or anyone who has to 
do with the sale of household heating appliances, 
the news that the Welsbach Company is en- 
gaging in the manufacture of gas heaters is of 
more than usual interest,” said an official of 
the Harrisburg Gas Company. 

It is the purpose of the Welsbach Co. to fill 
the popular need for practical, efficient gas heat- 
ers, pleasing in construction and reasonable in 
price. It is the company’s further purpose to 

merchandise these widely and aggressively until 
“Welsbach heaters” shall become as 
household word as “Welsbach light.” 
This small, energetic, good looking gas heat 
er gives the needed hot water instantly—and are 
on display at the offices of the gas company, or 
a representative will call and explain them upon 
receipt of a telephone call or written request. 

But no matter what over methods are employed 
the company should never overlook its show win- 
dows, which talk daily to far more people than any 
other form of advertisement. The People’s Gas 
Co., Chicago, Ill., during a gas heater campaign had 
an entire battery of windows devoted to the showing 
of heaters of various types. One of their displays 
showed the improvement in the construction of 
beaters since they were first placed on the market. 
On a bench draped with maroon velvet were shown 
half a dozen modern water heaters. At one side, on 
a low mound, was “One of the oldest type of tank 
water heaters made in the United States, 1883.” At 
the other side was a modern water heater and tank 
and in the centre one of the water heaters taken 
apart to show the base, coils and sheath. A second 
window showed two hot water heaters on a mound 
of wine colored velvet. A large card had attached 
to it a sheaf of gas bills with coupons attached, and 


much a 


Getting Women to Write 


By Calvin 


The kind of contest that helps the gas company is 
the one which induces the contestants to study the 
service or merchandise of the company thor- 
oughly—so thoroughly that they are able to express 
the idea clearly themselves. 

When the word “jingle” appeared in an advertise- 
ment of the Burlington Gas Light Company of Bur- 
lington, Ia., on a special page that was evidence to 
the newspaper readers that “jingles” about the gas 
company would be adjudged for cash prizes accord- 
ing to their merit and the winners would be award- 
ed a certain number of points for the grand cash 
prize to be given the best of all the individual win 
ners for twenty weeks. 

Three women won the prizes for rhymes about the 
gas company, indicating that this method reached 
just the readers it is desired to interest in gas serv- 
ice and merchandise. Here is the first prize effort: 
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Another Window by People’s Gas, Chicago 


also four one dollar bills, while on the card was 
printed: “This coupon on your bill ts worth 
$4 on the purchase price of a hot water heater.” A 
third display showed a single modern water heater 
and tank, twined with yellow, blue, pink and green 
ribbons, each of which ran to a card down front, 
which advised: “A sturdy frame work that makes 
for compact uniformity,” “The automatic thermostat 
that supplies the gas and keeps the water hot,” “The 
busy little heater that heats a tankful in 40 minutes,” 
“A strongly made, thoroughly insulated, 20-gal. 
tank,” “Five gallons of hot water for one cent,” and 
“$179.84 with monthly payments, $171.00 cash.” They 
backed up their window displays with ads in the pa 
pers and folders sent out with all the monthly bills. 


gas 


Your Ads 


Lindley 


In 1873— 

Red hot cook stove newly wed; 
Food all burning, face all red; 
Husband coming, dinner time; 
To cook that fashion was a crime. 
In 1923— 

Changes many, bride all sweet; 
Meal all finished, not much heat; 
Kitchen pleasant—Big Gas Range; 
Ain’t she glad for such a change. 


For these changes, I say “The 
Burlington Gas Light Companee.” 
Have the credit all in all; 

Gas in all ways lightens toil. 

\ gas water heater, for a bath a day 
Keeps us better in every way; 
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For ironing or cooking, or heating a room 
Gas is the best, and the cook-stove’s doom. 

Now the idea is not to discover literary ability but 
to get the women to sum up the advantages of using 
gas. 

Notice how she has made a contrast of the old 
methcds and the new: how she has brought out the 
good polnt of the effect of a hot kitchen upon a 
bride’s disposition and upon the harmony of mar- 
ried life; how she has suggested that the kitchen is a 
pleasant place in which to stay (doesn’t that mean the 
likelihced of using more gas in baking and the like?) 
and how the health element has been brought out 
by the last verse. 

Lots of gas companies allow so-called advertising 
meh to turn out copy for them that doesn’t say half 
as much. 

And the women of the neighborhood who have 
been watching a contest of this sort will realize that 
they have overlooked including some of the advan- 
tages and therefore did not receive the prize. 

Inasmuch as the judges are generally newspaper 
men such a contest can generally be conducted with- 
out engendering ill-feeling. 

Let the neighbors help do your advertising for 
you. 





WHAT PARTICULAR VALUE ARE CHARTS TO 
A GAS COMPANY? 
By R. E. Pierce 

Graphic records or charts have been found so use- 
ful and important that they are being constantly 
used in nearly every field of business today. Busi- 
ness concerns have been using charts for many 
years for the purpose of stimulating sales in their 
sales departments by showing comparative charts 
of sales made by the salesmen, charts plainly show- 
ing dull seasons when special effort is required, and 
charts showing the goods that moved and those 
that remained on the shelves. To the sales depart- 
ment these charts proved a success, so _ business 
houses today are not only selling by charts, but are 
operating, buying, planning and organizing from in- 
formation received from charts. 

When an engineer makes a survey of the work- 
ing condition of a steam engine he first collects a 
lot of data and finally these figures are placed on 
a card and when completed it is known as an “Indi- 
cator Diagram,” but it is nothing else than a chart, 
or, in other words, condensed information. At a 
glance at this chart the engineer knows what work 
the engine is capable of performing. A mass of 
figures does not mean much, but these same figures 
put in a condensed form are plainly understood by 
everyone in the organization. It has been said that 
charts are the common language of all nationalities, 
because they are easily understood by all. 

What particular value are charts to a gas com- 
pany’ During recent years charts have come into 
extensive use in public service companies and they 
have proved a big help to the central station man 
With the aid of charts at a glance he can compare 
the results of yesterday with those of a year or 
five years ago—he can watch the steady growth of 
the sales department—without diving into a mass 
of figures he can tell what time of the year and 
day the maximum and minimum demand comes on 


NEW GENERAL MANAGER, CITIZEN’S GAS 
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his plant. A chart clearly shows him the number of 
ranges his company must sell the coming month in 
order to show a gain over the same period of a 
year ago, and the income charts will show him what 
effect rate changes and other conditions have on 
the finances of the company. 


There are innumerable uses for charts in a gas 
company, and one chart will often suggest the mak- 
ing of another chart covering some other phase of 
the business. The hourly output of gas for 24 hours 
when charted makes a most interesting and valuable 
record. This chart when carefully studiea will often 
disclose to the gas man the use of gas at unexpected 
hours—such uses can usually be accounted for after 
studying conditions. This particular chart is val- 
uable to the plant superintendent, inasmuch as it 
shows him when to be prepared for peak loads and 
what time of day is best to make repairs. The chart 
also shows the sales department what time of day 
the appliances they sell are being used—it also helps 
them to determine what particular kind of appli 
ances are the most profitable for their company to 
handle. 

\ll gas companies that adopt the chart method of 
keeping records will find it a very valuable and in- 
teresting method. Charts will help you bring out 
many important facts from what are seemingly un 
important facts, 
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By WILLIAM H. MATLACK 


May is the month of flowers, house cleaning and 
moving. May is the month in which the progressive 
commercial manager will send all his forces into the 
homes of his customers to gather new business that 
naturally with the spring rearrangements. 
May is the month to open the home laundry cam 
paign and to begin to talk of cooking and how “you 
can do it better with gas.” 


comes 


Somewhere in each selling organization there 
should be a man whose duty it should be to procure 
a collection of experiences of practical men, on every 
phase of the organization’s affairs as they affect the 
customer. Once this information is collected, these 
experiences should be employed to build a 
manual for use by every employee who meets and 
in any way serves the public. 


sales 


Sales are not new, but cansidering the 
high mortality of salesmen there evidently is a need 
for more and more information, on selling, and this 
should all be gained through meetings of some kind 
whether they be called schools or not. 

The selling problem as applied to the gas appli 
ance field becomes more intricate and requires more 
real sales ability with each new appliance designed 
and with each new application of gas as a fuel. 

\n Industrial Gas Engineer told this writer a few 
days ago that the engineering end of his job caused 
him no concern; saying, “selling is the thing I ha 
to master, my technical education, enables me to 
solve the problem from an engineering standpoint, 
and with figures and facts I can clearly demonstrate 


that the application of gas for fuel will make for 


schools 


better and more efficient production. I can show 
how cost will be reduced, but for the simple reason 
that | am not a salesman, my ideas and investiga- 
tions fail over to the prospect.” This man 
was discussing some installations he had dug up, 
and which investigation proved to be much better 
than existing methods used by the potential cus 
tomer. This man’s trouble might greatly les 
sened if the company by which he is employed had 
taken the trouble to build up a sales-manual, dnd 
given him a short course in salesmanship developed 
from practical experiences of other successful, prac- 
tical men. While undoubtedly this engineer will find 
new and different problems, or it might be said that 
each industrial problem is a thing unto itself, the 
manual would be of considerable assistance, in that 
it would recite experiences in selling, which after all 
are basically alike, in that one man induces another 
to think his way. 


to a8) 
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Building sales manuals is no little job nor is con 
ducting a training school for salesmen, but it can be 
done and those who undertake it will greatly profit 
by added volume of sales and better sales. 


A Clever Cabinet 


The keeper of distribution maps and plates will be 
interested in the ingenious map cabinet illustrated 
here and its description. This cabinet which very 
much resembles an ordinary flat top desk, is special- 
ly designed for filing and displaying maps and plats 
used and frequently referred to in connection with 
main and service work by the distribution depart- 
ment. 

\s shown in the sectional view the special features 
are two drums or cylinders upon which the maps are 
wound. These cylinders are about 18 inches in di- 
ameter and are constructed of heavy zinc, the @nds 
are of wood of about one inch in thickness. A shaft 
through over-sized metal bearings attached to the 
side frames of the cabinet, permits their rotation. 

The maps and plats used in this cabinet are mount 
ed continuously on a heavy belt, made of unbleached 
muslin, which is loosely wound, in either direction 
about the cylinders. The motive power being ac- 
complished by a removable handle or crank. 

The top of the cabinet, as illustrated in the plan, 
is cut out “ and is surmounted by a heavy 
plate glass which protects the maps and plats from 
dirt and wear and at the same time provides an ever 
visable record. 
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The lower halves of the right and left sides of the 
cabinet are provided with full depth drawers, which 
may be used to file field books and notes together 
with ample space for plats too small to mount. The 
center section, top, has a wide shallow drawer. The 
cabinet is approximately 36 in. by 48 in. across the 
top and is 30 in. to 32 in. high. The glass top is 
flush, edge to edge. 


Ever Since Eve Had to Wash Fig Leaves 


The home laundry is a big field which no commer 
cial manager can afford to pass by with but a casual 
glance; for it is, with the proper cultivation, one 
of the largest existing fields for gas burning appli- 
ances. There are millions of homes in the United 
States where gas heated laundry equipment may be 
sold, if the commercial manager will but cultivate 
the market. If aggressively undertaken, this wait- 
ing will produce results that will be astounding, grat- 
ifying and profitable in a greater measure than any 
other single market the gas industry has undertaken 
to educate and sell gn the use of gas. 





















Just look at the equipment that this branch of the 
home market will absorb; water heaters, gas heated 
washing machines, the gas heated iron or ironing ma- 
chine and the clothes dryer, are all appliances that 
the home laundry, to deserve the name, or to be at 
all efficient, must contain. Aside from the appliances 
just named think of the many other gas burning ap- 
pliances that may be employed and added. In the 
home where the matter of first cost is to be consid- 
ered equipment may be changed (for gas burning 
units are very flexible), to meet the purchasing pow 
er of the customer. Where preference for the non- 
heated type of washing machine is evidenced, the 
hot plate will be necessary for heating the water to 
the boiling point for the white clothes. Gas lights 
may be installed and portable space heaters in cases 
where the basement is damp or where in winter it 
is cold. 

Every home in the United States has to meet and 
over-come this “bug-bear”, the weekly washing prob 
lem, fifty-two times each and every year and the 
woman in these homes who has to solve the problem 
will welcome any suggestion that may be offered 
them to simplify the task and make it more efficient. 

Own your own laundry might be used as a battle 
cry, by the gas man. Visualize this waiting market 
commercial managers and try out our suggestion, 
try it out on the new home builders, and the present 
home owners in your city. 

















The first thing to do is to get a picture of the 
market fixed firmly in your mind. Install an all gas 
laundry in your own home, try it out two or three 
weeks, then go out and sell home owners on an “] 
know, for I have one” basis. 

It is our idea that the first thing you offer the pros 
pective purchaser of home laundry equipment, is a 
plan for a home laundry. This will cause her to 
think, and if your plan.is properly laid out she will 
begin to study it and to think how she can arrange 
her basement to the best advantage, for a home 
laundry. 

Having the plan before the prospect will cause her to 
paint many mental pictures. Some night Min. will say to 
Andrew: “Andy, I went down in the basement to- 
day and I think with but very little trouble we can 
have just as nice a laundry as the one shown in the 
plan the gas man gave us. Why not send for him 








(Continued on Page 386) 




















384 


AMERICAN GAS JOURNAL May 5, 1923 





ee 














One Minute, Please! 


How is your nerve? 


Have you lost your courage because you think your business affairs 
are on the toboggan and going down hill? Are you letting things slide 


because you are sure they are going to slide anyway? 


It is all a matter of nerve. When you lose your nerve, things will go 
bad anyway, no matter what the general conditions around you may be. 
When you keep your nerve and show fight, you can prevent things from 


going wrong, even though the tendency is that way. 


Just as long as a man is not yet financially wrecked, there is a chance 
that he will not be. While his nerve remains there is always a possibility 
of getting back up the hill. 


Plenty of business men have quit just before the turn in the tide of 
their affairs. They have given up a few minutes, a few days, weeks, be- 
fore it became absolutely necessary, when those few minutes might have 


saved them. 


Zoroaster said: ‘““To the persevering mortal the blessed Immortals 


are swift.” 


There is likely to be a swift reaction in favor of him who 
holds on, determined to give up only when it becomes absolutely neces- 


sary. 


Let’s fight it out to the last ditch every time. 


I thank you. 


FRANK FARRINGTON. 
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As the Journal Views It 








SALES AS GOOD WILL BUILDERS 

\n interesting development in connection with the 
sale of appliances has been the fact that new busi- 
ness managers are becoming more and more imbued 
with the fact that they have an almost unexcelled 
opportunity to build good will for the company while 
they are making sales. This development, while not 
entirely new, has come more and more to feature 
the activities of various sales departments and the 
results have been so outstanding as to create con- 
siderable comment. 

In making sales of appliances it is well always to 
cgnsider first the value of the appliances to the con- 
sumer rather than the size of the sale. This policy 
has been well recognized but unfortunately there 
have been salesmen who have sometimes overlooked 
this feature in the pressure of closing the order. Many 
times a dissatisfied customer has resulted and there 
has been created trouble for the company and in 
some cases a great deal of needless work. 

One successful sales manager in instructing his 
field representatives makes it a point to insist that 
each one know the consumption of gas of each appli 
ance offered for sale. He further insists that full 
particulars regarding the use to which the appliance 
is to be put must be learned. If the appliance is not 
going to be sufficiently large to care for the demand 
then one of greater capacity is recommended with 
the reserve holding true when a customer tries to 
buy an article that is too large. Having these facts 
in his possession the salesman is able to guide the 
purchaser intelligently in his selection and to create 
a friend for the company. 

The sales departmgnt is in a position to make 
friends for the company or to create trouble that 
will have its reflection in the other departments. 
Salesmen should be taught that while they are essen- 
tially salesmen they also are representatives of a 
utility that has for its greatest aim the giving of 
service. Undoubtedly most sales managers recog- 
nize this but we have discussed the subject here be- 
cause of the very great advance that has been made 
recently in this direction. 





HEARST IN THE UTILITY FIELD 

William Randolph Hearst has gone into the public 
utility field. The millionaire publisher has secured 
control of the Union Public Service Company, Kan 
sas, and has announced that his will be actively rep 
resented in the management of the company. ‘The 
company owns distributing plants in more than 
twenty cities and it also controls some ‘natural gas 
wells but its largest business is in the distribution 
end. 

While it is true that Mr. Hearst is not in the man 
ufactured gas industry it will be interesting to note 
just how these properties that he does cdntrol will 
be managed. The first official announcement that 
came from Hearst’s representative was to the effect 
that an appeal for a five cent rate increase which 
was pending before the Public Utility Commission 
would be withdrawn. We don’t know whether this 
representative had investigated the situation or not 
but we do know that it seems just a trifle quick for 
a decision as important as that one to be made. But 
we must always remember that Mr. Hearst is a won- 
derful press agent as well as being a great publishe 
and perhaps his representative had instructions as 
to how to act. 

We sincerely hope that Mr. Hearst can come into 
the field and show the utility folk how to manage 
profitably a utility property, by reducing the income 
and at the same time maintain real service. We have 


our doubts for men who have spent a lifetime in the 
business have not yet been able to solve this prob- 
lem. Perhaps Mr. Hearst can, although it is a sig 
nificant fact that his daily newspapers and even his 
magazines are more expensive to the reader (con 
sumer) as well as to the advertiser. And in the an 
nouncements regarding this feature of his business 
Mr. Hearst always states that the service rendered 
warrants the charge. But so far he has not been 
nwilling to extend that same rule to cover the opera 
tion of utilities. Perhaps his attitude will change 
when he discovers the ramifications of the business 
into which he has just embarked. We hope that his 
purchase of these properties is not a mere flyer in 
this field but that he really intends to remain in the 
business. It will be interesting to say the least. 

















386 


AMERICAN 


GAS 


JOURNAL 





HERE AND THERE IN SELLING 


(Continued from Page 383) 


and get his help? Carrie she will be glad to 
do all the laundry if we fix up the basement.” 


says 


The home laundry has not been subjected to the 
thought and attention due it. Folks have had the 
washing problem since the day Eve had to wash fig 
leaves and in all the years. since, yet now, today ts 
the time for the gas man to cash in on it, for like 
so many other things when it comes to efficiency, 
“You can do it better with gas.” 

(Note: Other articles will appear on the subject 
of the home laundry in this magazine from time to 
time. The author has spent considerable time in the 
study of this particular phase of home work and has 
had considerable experience in as he says, “making 
better Christians,” selling the woman in the home, 
as well as selling the dealer and the jobber equip- 
ment to solve the home laundry problem.) 
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A Handy Re-call Card 

We are illustrating a handy re-call card for use by 
the appliance man who has written a prospective 
customer quoting prices or furnishing description 
of appliances. This card should be stamped so that 
all the customer or prospect has to do is fill it in 
with name and address and check the day and time 
of day that he wishes the salesman to call 





Making Gas Appliances Stay Sold’ 


SUPPLY THE APPLIANCES THE CUSTOMER BEST CAN USE 


By E. J. Otterbein, Sales Manager, Cedar Rapids Gas Co., Cedar Rapids, lowa 


Gas Appliances stay sold when the customer is 
completely satisfied with them. High pressure 
methods can scarcely have any part in this, as the 
customer must be satisfied with the appliance as soon 
as installed, and throughout the following months 
and years. 

The problem is to supply the customer with the 
appliances he needs and can use to advantage, and 
which will meet his needs in a most satisfactory man- 
ner. The first cost of the appliance and its cost of 
operation must be such that the customer feels that 
these costs are reasonable for the service rendered. 

In the smaller communities the rates are generally 
higher and customers must be particularly well sat 
isfied with their appliances. Each customer is usu- 
ally well acquainted with the employees of the gas 
company, and if appliances are not right, constant 
inquiries and requests for services are made until 
the appliance is just right. When then is the method 
of making customers entirely satisfied with the ap- 
pliances they buy ? 

The first step is in the selection of appliances to 
be offered for sale. This selection should be made 
on the basis of what is best for the customer to have. 
Is a given appliance the most durable, and best in 
operation, and in value from the customers stand- 
point? In exercising care in this selection of appli- 
ance substantial progress toward satisfied customers 
is made. You cannot sell inferior appliances and ex- 
pect to have satisfied customers. 


*Paper read before Iowa District Gas Association 


The next step is to find the customer who can use 
such appliances and who is in a position to pay for 
it and to pay for its use. When you do locate the 
customer who can and should use your service, it 1s 
a question of convincing him that he needs the ap- 
pliances you have for sale. Once he is cojvinced 
that he does need them, his next thought is “how 
much does it cost.” He will then balance up in his 
mind the advantages to be gained in the use of the 
appliance and the amount of its cost, and it is neces- 
sary to convince him that for the service and con 
venience given, the first cost is well worth while. As 
soon as he is convinced of this, it is then necessary 
to explain to him exactly what the appliance will do 
for him, to give him an idea of the amount it will 
cost him monthly, with the understanding that this 
amount will depend on the amount he uses. The 
more service he requires, the more it will cost him, 
and at this time it must be made clear that even 
should he use it a great deal, and his bill be propor- 
tionately higher, the service rendered is proportion- 
ately greater, and, of course, he must pay for what 
he gets. 

Once the order is taken the appliance must be in- 
stalled on the date promised, by careful and com- 
petent men, and the operation and adjustmdnt thor- 
oughly explained to the people who will use it, to- 
gether with such additional explanation as will pre- 
vent them using the appliance more than is neces- 
sary, thus avoiding waste and unnecessarily high bills. 

If proper explanations are made and customers are 
not wasteful, you are going to have satisfied cus- 
tomers and appliances will stay sold. 
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(here is no royal road to success in making gas 
refuse to acknowledge to you that they are waste 
ful and of course the only way ycu can handle these 
cases, is to point out the waste, convince them that 
it does exist and either have them change their ways, 
or be satisfied to pay high bills. Generally trouble 
with customers is due to the fact that in making the 
sale it was not made clear to them just what the ap 
pliance would do, how they should be used and how 
the bills vary according to use of appliances 


Avoiding Trouble 


If such explanations are given and installations are 
properly made, and any complaints are immediately 
and completely handled, customers will be satisfied 

there are customers who are wasteful and whew 
appliances stay sold. It means hard and consistent 
work, backed by a thorough knowledge of the goods 
being sold. The salesman must have no doubt that 
his appliances give the greatest value in comtort, 
service and economy that the customer can secure. 

Any tendency toward misrepresentations must be 
scrupulously avoided, also over-eagerness to just get 
the order. Getting the order is just one of the steps 
When a salesman sells a gas range or a gas water 
heater, or any other appliance, he has not sold so 
many pounds of sheet iron, cast iron, or enameled 
iron, he has sold an instrument to boil or roast or 
broil, to heat water, or to supply some other want of 
the customer. 

Misrepresentations, misstatements, and exaggera- 
tion are sometimes resorted to by so-called high- 
pressure salesmen, just to get the order. These men 
are a detriment to their employers. 

How much is it worth to have satisfied customers ? 
We want satisfied customers and to have them we 
must take the necessary care and go to the expense 
necessary to satisfy them. 


Greater Participation of Engineers in Public Life Is 
Urged at Joint Meeting of A. S. M. E. 
and Western Engineers. 


That the engineer should not be satisfied to re- 
main behind the scenes, restricting himself to his 
narrow scientific specialty, but should take a more 
active part in public affairs and merit the credit due 
him, instead of allowing it to pass to the military 
leader, the lawyer or the financial executive, was 
the keynote of the addresses of John L. Harrington, 
president of the A. S. M. E., and Charles Piez, presi- 
dent of the Link-Belt Co., at a recent joint meet- 
ing of the Chicago Section, A. S. M. E., and the 
Western Society of Engineers. 

Although the engineer has performed important 
functions throughout the ages, he has always been 
more of a doer than a talker, said Mr. Harrington. 
It was only in 1771, when a group of seven men 


organized the society of civil engineers, that the 


profession received its first real publicity. This so- 


ciety included all engineers as distinguished from 
other professions. There is too great a tendency, 
said the speaker, for the engineer to stand apart 
from other lines of endeavor. He is still a narrow 
scientific man, believing that his function is to deal 
with the definite technical questions in which he 
specializes. It is difficult for engineers to agree 
with other men, and even among themselves the 
differences of opinion are so great that, although 
working along the same lines, they often lose the 
benefits of broad co-operation, as shown by the ex 
istence today of some thirty-three different societies 
devoted to mechanical pursuits. 

In President Harrington’s opinion, it is essential 
that the engineer broaden out and take his real part 
in public affairs. For the great industrial develop 
ments of the day, the engineer is responsible, and 
yet he is still in the background of industry. In 
politics the engineer is even farther back. In civic 
affairs he furnishes the technical information but 1s 
satisfied to sit back and let politicians benefit from 
his knowledge and advice. The public has come to 
think of the engineer as a poor business man, when 
as a matter of fact he is generally more capable and 
honest than the average man, due primarily to the 
fact that he must face his problems honestly. 

It is true, said President Harrington in closing, 
that the engineer would rather construct than con 
tend. He must realize, however, that before this 
country can be assured of good government the 
engineering profession must face conditions as they 
are and do its part to bring about clean, honest 
politics. 

Supplementing Mr. Harrington's remarks, Mr. 
Piez said that by reason of their training in analyz- 
ing problems, the various engineering societies 
should make excellent forums for the discussion of 
political questions. Among such questions today is 
that of the nationalization of railways and coal 
mines. The engineer holds the middle ground be- 
tween capital and labor, and, having no special jeal 
ousies nor political interests, is well qualified to 
judge of the merits of the controversy. 

What constitutes a proper wage is another broad 
question that might be considered. There are 
something like 40,000,000 workers in the United 
States, said Mr. Piez, and the wealth produced an 
nually amounts to $40,000,000,000, giving an average 
return to each worker of $1,000 a year. Without 
a greater income, it is impossible to raise the av- 
erage. 

Another question is immigration, on which the 
present restrictions are proving embarrassing to in- 
dustry, due to the shortage of common labor. Mr. 
Piez mentioned three solutions: Revision of the 
present statute, the substitution of mechanical de- 
vices for hand labor, and the shifting of men from 
over-manned industries to those in which shortages 
exist. 


The findings of the Coal Commission make a 
fourth problem of public interest which should be 
caretully analyzed to see that the proper facts are 
brought out and a satisfactory solution obtained 
l'o these and similar problems, the engineering pro 


tession should give attention, and in so doing take 


a leading part in public affairs, 
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MANUFACTURED GAS STATISTICS FOR 1921 


Washington, D. C_—The Department of Commerce 


announces that, according to reports made to the 
Bureau of the Census, the value of products of es 
tablishments engaged in the manufacture of gas 
amounted to $411,195,500 in 1921, as compared with 
$329,278,908 in 1919, and $220,237,790 in 1914, an 
iitaien of 25 per cent from 1919 to 1921, and of 87 
per cent for the seven-year period 1914 to 1921. 
Of the 954 establishments reporting products 


valued at $5,000 and over in 1921 
New 


. 84 were located in 


York; 80 in Pennsylvania; 63 in Illinois; 60 in 
Michigan; 57 in lowa; 56 in California; 47 in Mas- 
sachusetts; 43 in Indiana; 36 in New Jersey; 34 
Wisconsin; 25 in Missouri; 22 in Connecticut, and 


21 in North Carolina. 
35 


The number of plants in the 


remaining states and the District of Columbia 


ran from 1 19 and aggregated 326. 
In January, the month of maximum employment, 


36,814 wage earners were reported, and in Decem- 
the 34,333 
the minimum representing 93 per cent of the maxi- 


ber, month of minimum employment, 
mum. The average number employed during 1921 
was 34,957, as compared with 42,908 in 1919, 
43,792 in 1914. 


and 


The 1921, 1919, 
marized in the following statement. 


and 1914, 
The 


1921 are preliminary and subject to such change 


statistics for are sum- 
figures for 
and 
correction as may be made necessary by a further 


examination of the original reports. 


Number of establishments 
Pe I SVEN Gd ybedew vies dews oeteeees 
Proprietors and firm members 
Salaried employees 
Wage earners 
Salaries and wages 
Salaries 
GS ate Ain «ed ula Al oie es 
Paid for contract work 
Cost of materials 
I he a cineniicire.cb a bibhewhs sem daune« 
***Value added by manufacture 
Gas production—1,000 cubic feet 


(average ng! Seater Sarees a 


* Statistics for establishments with products 
for 1921. This class included 
at $65,500. 


wage 


of “number of establishments.” 


** Includes, except in “number of establishments,’ 


pressed acetylene sold in containers, amounting to 121,696 M. 
and 1921. 


Reported under chemical industry in 1919 


*** V 


alue of products less cost of materials. 





ADDRESSED EASTERN STATES GAS CON- 
FERENCE 








D. F. Durkin, Jr., Past President National Assacia- 
tion of Master Plumbers, Philadelphia 








value 
30 establishments, 


For 1919, however, data for 74 establishments of this class, reporting 64 wage earn- 
ers and products valued at $160,543, and for 


*1921 1919 **1914 
954 948 999 
53,666 63.328 63,993 
20 27 78 
18,689 20,393 20,123 
34.957 4? 908 43,792 
$79,265,000 $77,931,081 $44 330.684 
$25,959,000 $25.172.453 $17.529.020 
$53,306,000 $52,758,628 $26,801 ,664 
$171,000 $463,280 $551,760 
$202,253,000 $157,5 <0) 882 $76,779,288 
$411,195,500 $329,278,908 $220,237 ,790 
$208 942,500 $171,728,.026 $143,458,502 


343,716,900 344,119,811 203,639,260 


d at less than 
reporting 


$5,000 are 
26 wage 


not included in the figures 
earners and products valued 


1914, data for 285 such establishments, with 27] 


earners and products to the value of $582,774, are included in all items with the exception 


figures for 40 establishments manufacturing com- 


cubic feet valued at $2,317,605. 
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Detailed statistics of products manufactured and principal materials consumed fi 


1919, and 1914 are given in the following table 
| 1921 
Total value of products ........ $411,195,500 
ah Ba aR, a ee ee ee ets 314,517,600 
4 Oe a ls oe re ea $37 2,032,000 
I I OR tin eh a a bi eid 15,416,800 
aR ak 5 ae CR agian OF a ee $13,434,700 


Carbureted water gas, M. cu. ft. . 110,454,100 
Se eae eee ey $137 ,596,800 
Mixed coal and water gas, M. cu. ft. 169,818,200 


NES Aare cca ae ey Ae Reg re ag $196,104,400 





3p A ee | Seen et eee 17,656,100 
WE ce bictewak aks She. Re Pe $23,612,000 
*Acetylene sold through mains, M. cu. ft 1,000 
25 oa <a as 6-84 doe a eee Ree et est $24,600 
Gasoline (cold process ) gas, M. cu. it ; 1.600 
ER owe See hia cacti ueaberikas os aks $5,100 
a Oe Be ae) rae 1,169,800 
a PS PE ore pore yee ert aE be $1,254,400 
ee | ee ae 2,031,200 
ES areal cw Sod nA a ane el eke Sed $17,503,300 
Made and consumed, tons ....... Oe PRET e Oo 5: 1.863.800 

: Tar, coal-gas, for sale, gallons ....... ries 60,183,100 
I ik oak Vin oo a cy eh tence ties + OTe $3,193,200 
lar, water-gas and oil gas, for sale, gallons 53,516,300 
ME: iSite 8 Gis ae sb ce we ee BRE eae Ae $2,202,500 
Ammonia liquor, value ............. $1,076,800 
\nhydrous ammonia, pounds Die acct ttle taneat 6,505,900 
SN, sleet Sie ata eae di eo: dew hs d.e G-aee wai $489,900 
\mmonium sulphate, pounds .......... 3,901,400 
NE ink: nat is shee sie) ih ine peed ceacine $101,200 
Crude light oil, for sale, gallons ..... alec 1,565,800 
MEE a 5S Si ha da aiaa> Mace ous e cece eae $111,600 
Made and consumed, gallons ..... 1,775,200 


Refined light oil, products, gallons 1,983,900 


ee ee ee Oe ee es uae $354,000 
Drip and holder oil, gallons ....... a ; 2,945,200 

NE rs art eee DP ea tell eel ees owes $180,000 
**Naphthalene, for sale, pounds 795,000 

a ke eee a Seen POR ES i wah d eat $33,200 
\ll other products, value ........ Aes 2 eo 31,335,600 
Receipts from lamps and appliances 

ES eh Niare taa ice eich Sboea cle Cit , eee $2,833,100 

PEE Moet ata caw eines eT ST Fie Rae $9,749,100 


Materials consumed: 
Coal for gas making 


ee ee ean ee 1,315,042 

RpNUCMINEMENIEGS (SEPT BORG ee ee 5,707,243 
Coke for gas making 

I oA 1,935,246 

Made and consumed, net tons ............ Bead 755,416 
Oil for gas making and enriching, gallons .. ; 


* For aceytlene in containers see note ** on previous page. 


1919 


$329,278,908 


308,440,473 


$282,288,778 


8,029,749 
$10,496,613 
O07! 16,299 
$83 663,451 
179,871,832 
$161,199,670 
$18,747,496 
5,077 
$69 647 
20,428 
$41,169 
14,295,252 
$8,070,732 
2,458,166 
$17,822,894 
1.820.367 
61,969,577 
$2,647,813 
58,557,947 
$2,012,723 
$1,674,449 
1,846,024 
$150,596 
5,073,945 
$205,101 
285,071 
$34,369 
6,206,042 
4,811,508 
$851,065 
2.659.080 
$137,957 
1,433,169 
$52,426 
$3,995,485 


Si 


**All crude in 1921; in 1919—crude 521,459 pounds, refined 911,710 pounds. 





Qeegeeeneuem ene gen ene axes 


the years 1921, 


203,517,564 
$172,748,315 


10,509,946 
$10,726,514 
90,017,725 
$74,516,53- 
86,281,339 
$72,012,021 
16,512,274 
$15,044,509 
14,868 
$194,019 
181,412 


$254,718 


6,216,618 
$134,196 


$20,815,871 


$10,977,774 
6,116,672 


715,418,623 

















AMERICAN GAS JOURNAL 





CONTROLLING QUALITY OF GAS 

The following is a method devised by the technical 
staff of the Societe Technique Industrie du Gaz of 
France for controlling the quality of gas. The lat 
ter is supplied through a delicate pressure regulator 
to two Bunsen burners with adjustable primary air 
supplies. One burner is so adjusted as to give a 
sharp blue inner cone and the other to give a dis 
tinct luminous tip on the inner cone. The respective 
heights of the noted when burning a 
standard coal The heights of the cones de 
crease or increase as poorer or richer gas is 
plied to the burners.—Gas World, 1922, 110-111. 


cones are 


gas. 


sup 


PRODUCING DISTILLATION AND PRODUCER 
GAS IN A SINGLE PRODUCER 

In German Patent No. 350,220 there is described 
a gas producer which is provided with the means of 
separately producing and removing distillation and 
producer gases. The fuel is distilled in an annular 
chamber, which rotates around the outer wall of a 
gas producer, which is itself provided with a rotat- 
ing hearth. During the rotation of the chamber, the 
fuel is discharged into the producer through open 
ings in the walls of the latter. Outlets are provided 
at the top of the chamber and the producer for 
drawing off the distillation and producer gases sep 
arately. 


RATE OF CARBONIZATION OF COAL 
Investigation to determine the 
tween the properties of coals and the rate of car 
bonization. The experiments were carried out in a 
nickel-chrome steel crucible with two-pound sam- 
ples. Conclusions are as follows: Increase in rate 
of carbonization brought about by the alteration ot 
chemical and physical conditions is accompanied by 
improvement in the calorific power of the gas, and 
of the thermal and volume yields per pound of coal. 
Rate of carbonization can be increased very con- 
siderably by the proper selection of coals. Volume 
for volume, the calorific power of the gas obtained 
at higher temperature falls off at a slightly greater 
rate than that of the gas obtained at lower tempera- 
From a paper presented at the annual meet- 
Qo? 


connection be 


tures. 
ing of the Institute of Gas Engineers, June, | 
Published in the Gas Journal, 1922, 864-8. 


GAS FIRED KILNS 

sritish Patent No. 184,057 is concerned with a 
vertical kiln, fired with gas, used for burning lime- 
stone and the like. The kiln is provided with an 
annular chamber surrounding it and has a number 
of delivery ports in the wall. The annular chamber 
serves as a conduit for combustible gas which is fed 
to the open ports and controlled by individual valves 
The annular chamber is provided with openings 
through which accumulations of dust aad tar can 
be removed. The charging of the limestone into this 
apparatus is effected in such a manner that the lime- 
stone is heated preliminary to its entrance into the 
furnace by the waste gases derived from the latter. 


May 5, 1923 
GAS MAKING APPARATUS 
British Patett No. 182,522 is concerned with a 


carburetting apparatus whereby petroleum, benzol 
and other volatile liquids of a similar nature ars 
converted into a vapor and thus rendered usable in 
the gaseous form for lighting, heating, ete. The 
complete machine consists of a blower, an air bell 
or governor and more carburettors. The 
blower drives air under pressure into a small bell, 
which regulates the flow into the carburettors. The 
apparatus works automatically, so that when the 
gas taps are turned off, gas ceases being generated 


one or 


REINFORCED CONCRETE GAS HOLDER 

In British Patent No. 182,959 there is described a 
type of construction of holder, in which the 
foundation, walls and dome are made of reinforced 
concrete. 


gas 


The top of the gas space consists of a 
vertically movable structure which is packed with 
respect to the inner wall surface of the holder's 
body, the tightening being effected by a packing 
substance specially devised for the purpose. The 
advantages claimed for this novel construction con 
sist in obviating a layer of oil, increasing*the sta 
bility and the strength of the holder and reducing 
the building costs. 

The packing material used in maintaining the 
holder tight consists of a mixture of 40 per cent zinc 
oxide, 40 per cent lead oxide, 10 per cent olive oil 
and 10 per cent gourd-core oil. The packing acts as a 
lubricant and prevents the formation of rust on the 
walls. 


TWIN GENERATOR PLANT FOR MAKING 
BLUE WATER GAS AND PRODUCER GAS 
The plant is so arranged that water gas is made 

in one generator while the fire in the other is being 

blown up or revivified with air, the process alter- 
nating so that each generator makes blue water gas 
and producer gas alternately. Such a plant is de 
scribed in the Gas Journal, August 9, 1922. It is 
stated that the thermal production in the form of 
gas per ton of coal handled is increased, as well as 
the overall efficiency in the gas-making process. The 
producer does not entirely displace the ordinary fut 
naces for heating the retorts, but is an auxiliary 
heating agent which reduces the amount of 
consumed for this purpose. It is possible to run 
the plant so that complete carbonization is effected, 
but it has proven to be more desirable to make about 

25,000 cubic feet of gas per ton of coal, having a 

calorific power of 450 B. T. U's per cubic feet with 

a residue of approximatley 600 pounds of coke. 

The advantages of the process are as follows: 
Manufacture of water gas at a 90 per cent efficiency ; 
ease of installation and combination with existing 
retort settings; possibility of complete gasification ; 
surety of operation; no trouble in starting the plant 
and no explosions in the flues; small labor cost ; good 
quality of blue water gas; no relief holder required; 
applicability to the smallest gas plants; 
trol of the blue water gas output by increasing or 
diminishing the supply of steam. 


Ct ike 


ease of con- 
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Public Utilities Securities 


Report 


Market 


Prices of Representative Gas Bonds 


(Quotations furnished by T he National City Company) 


May 3, 1923. 


Company. Maturity Bid Asked 
American Lt. & Trac. Co.......s00¢ seme WOOF G8. s.. 00:45 May 1. 1995 106 107 
Brooklyn Union Gas Co........... . First Consol. 5s...... we 1. 1945 9514 9534 
Columbia Gas & Elec. Co.......... PEE Divan vacsesavces May 1, 1927 964 97 
Consol. Gas, Elec. Lt. & Pr. Co. of 
SE cc cAlccu saws osereuade Piret Ref. 734s......... Dec. 1, 1945 110 111 
Consol. Gas, Elec. Lt. & Pr. Co....General 4%s......... Jan. 1, 1935 90 91% 
New Amsterdam Gas Co............ First Consol. 5s...... May 1, 1948 80 83 
Denver Gas & Elec. Co........ccce Gen. (now Ist) 5s....Jan. 1, 1949 931%4 95 
Detcot City Gee Ces... oss saccccccs So fee erer Jan. 1, 1947 991% 9934 


Equitable Illum. Gas Lt. Co. of 


PRIA. once sniiccscancsacs 2 rer Jan. 1, 1928 99% 101 
Hudson County Gas Co............ PO ikineccncens Nov. 1, 1949 924 93% 
Laclede Gas Light Co.............. .Ref. & Ext. 5s....... Nov. 1, 1934 921%, 94% 
Pe Ee eS re First & Ref. 5s...... Mar. 1, 1946 88 90 
Milwaukee Gas Light Co.......... . May 1, 1927 9334 94 
Pacific Gas & Elec. Co.........000 Gen. & Ref. 5s..... Jan. 1, 1942 9044 91 
Pacthe Gas & Elec. Co......cccccces First & Ref. 7s...... Dec. 1, 1940 106% 108 
Col Ge @ Bie, Cates sob cdeswcccs Ue. @ Ret, &...... Nov. 1, 1937 Me 96 
Peoples’ Gas Lt. & Coke Co........ Refunding 5s.........S5ep. 1, 1947 882 89 
Chicago Gas Lt. & Coke Co........ | oe July 1, 1937 903g 94 
Portland Gas & Coke Co.......... -First & Ref. 5s...... Jan. 1, 1940 89 91 
SENS LARMIEE CO. oc ic ccc cecnnns -Refunding 5s.........Oct. 1, 1949 81 89 
Southern California Gas Co........ Figst (iscci<ssc.c.sc, Nov; - 1, 1086 9714 99 
Utica Gas & Electric Co........00 Ref. & Ext. 5s....... july 1, 1957 8834 9134 
Washington Gas Light Co.......... | ee Nov. 1, 1960 94144 951% 


Western States Gas & Elec. Co. of 
ei errr err iene 


sooaseeiree & Ref.. 8... 


-June 1, 1941 90 92 





Net Income of $55,745 on Gas at 
Terre Haute 

Terre Haute, Ind.—The Citizens 
Gas and Fuel Company, of Terre 
Haute, which recently reduced the 
gas rate from $1.20 to $1.10 a 1,000 
cubic feet, had a gross income of 
$95,250.82 for 1922, it is shown by 
an annual report filed with the pub- 
lic service commission. Gross in- 
come is what is left after operating 
expenses, taxes and depreciation 
are paid out of revenue taken in. 

Deductions from gross income 
were $39,420,59 interest on bonded 
debt, and $284.96 in miscellaneous 
deductions. With these amounts 
taken out of the gross there re- 
mained a net income for the year 
of $55,745.27. ; 

The net income was disposed of 
as follows: Preferred stock divi- 
dend of 7 per cent, $10,833.65 ; com- 
mon stock dividend of 10 per cent 


$37,500. With these two items de- 
ducted from the net income of $55,- 
745.27, there remained a surplus for 
the year of $7,411.62. This surplus 
added to a surplus of $55,918.45 at 
the opening of 1922, and to a $20,- 
020.24 adjustment of profit and loss 
account made a surplus at the end 
of 1922 of $83,350.36. 

The gas supplied by the compajny 
was all coke oven by-product. The 
company bought the gas of a coke 
plant in Terre Haute for 44 1-10 
cents a 1,000 cubic feet. Recently 
the coke plant agreed to sell gas 
to the company for 34 cents a 1,000 
feet, and the company then filed 
with the public service commission 
a petition to reduce the price of 
gas to consumers to $1.10. 

The lowered cost of coke was 
passed on to the advantage of gas 
consumers. In 1922 the gas com- 
pany bought of the coke company 


544,513,000 cubic feet of gas. Of 
this amount the percentage unac 
counted for (lost in distribution) 
was 4.98. 

The population of the territory 
supplied was 71,530, and the num 
ber of gas consumers about 13,400 
The book cost of plant and equip 
ment was $1,544,544.87, and the as 
sets and liabilities were $2,067, 
&7 1.66. 

The company is controlled by the 
United Gas and Electric Company 
of New York, which owns 63 per 
cent of the combined preferred and 
common stock of the Terre Haute 
Company. 


Michigan Gas & Electric’s Year 

The Michigan Gas & Electric 
Company reports for 1922 gross 
earnjngs of $607,717, net earnings 
$145,341, net income $148,138 and a 
surplus after preferred dividends of 
$17,801. 

The balance sheet as of Decem 
ber 31 last shows surplus earned of 
$131,754, cash, $30,855; materials 
and supplies, $102,737; accounts 
and notes” receivable, $100,276: 
notes payable, $140,516; accounts 
payable and customers’ deposits. 
$65,972, and total assets and liabil 


ities of $3,317.841. 


Gas Co. Stockholders Vote Stock 
Increase 

Meriden, Conn.—At a meeting of 
the stockholders of the Meriden 
Gas Light Company, it was voted 
to adopt the recommendatiog ot 
the directors and increase the cap 
ital stock from 28,000 shares to 40, 
OOO shares. As the par wvalue of 
each share is $25, this means an in 
crease from $700,000 to $1,000,000 

It is understood that these new 
shares will be offered to the pres 
ent stockholders at par—three new 
shares to the holder of each seven 
shares of old stock. 
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Gas Companies in Merger 


Mich.—Announcement 
is made by Fred W. Seymour of 
Battle Creek, president of the new- 
ly incorporated Gas Engineering 
Service Company, of Battle Creek 
of the completion of a merger 
which results in the taking over of 
the Owosso Gas Light Company 
and the Gratiot County Gas Com- 
pany, Alma. 

The merger is effective immedi- 
ately. The local company and the 
Gratiot County Gas Company will 
retain their identities and names, 
under the merger, although new 


Owosso, 


officials and directorates are an- 
nounced. 
The Gas Engineering Service 


Company, final articles of incorpo- 
ration for which were filed at Lan- 
sing on March 24, is headed by Mr. 
Seymour, as president and treas- 
urer; D. H. Frazer, Sr., president 
of the Battle Creek Gas Compainy 
as vice-president; Wendell Smith, 
an official of the A. B. Stove Com- 
pany of Battle Creek, vice-presi- 
dent, and D. H. Frazer, Jr., Battle 


Creek, secretary. 
The new company which in- 
ciudes, besides the Owosso Gas 


Light Company and the Gratiot 
County Gas Company, the Marshall 
Gas Light Company, taken over by 
Mr. Seymour about a year ago, is 
to be associated with the Battle 
Creek Gas Company, one of the 
strongest gas utility companies of 
the state, and is incorporated for 
$200,000, of which amount $150,000 
is already paid in and the balance 
subscribed. 

The merger places at the service 
of the people of Owosso, served by 
the local company, the combined 
resources of the four companies, in 
increased purchasing power and 
ability to operate economically. 

Officials of the reorganized local 
company include Mr. Seymour, as 
president and secretary; Guy S. 
Crane, general manager of the 
Owosso Gas Light Company, as 
manager ; Harry Wrench, in charge 
of the Marshall Gas Light Com- 








pany, as vice-president; and John 
Wade, president-treasurer of the 
local company, in the same office. 

Officers of the Gratiot County 
Gas Company have not yet been 
named. 

The four companies continue, of 
course, under the supervision of 
the Michigan public utilities com- 
mission, and, depending on a ver- 
dict reached at a meeting of the 
commission at Lansing, hinges the 
possibility of extending gas serv- 
ice to Corunna, Vernon and Durand 
by the Gas Engineering Service 
Company. 

“The change of ownership,” de- 
clared Mr. Seymour, “is not to af- 
fect the local company’s conduct 
of its business, except as, we hope, 
it will make possible, through our 
combined resources, an even better 
Service. Mr. Crane, who is to re- 
main as manager of the reorgan- 
ized company, and is familiar with 
the local situation, will continue to 
determine local questions of policy 
and is to be given the combined as- 
sistance of the other companies in 
supplying service to the people of 
Owosso.” 

The merger can only be viewed 
as a long step forward in the local 
public service field. The officials 
of the company which has taken 
over the local concern are among 
the recognized leaders in the gas 
industry in Michigan. Mr. Sey- 
mour, president of the company, 
has for the past two years been 
president of the Michigan Gas As- 
sociation and is its present head. 
D. H. Frazer, the vice-president, 
has been identified with the indus- 
try, as the president of the Battle 
Creek Company for many 
years. 

The purchase of the Owosso Gas 
Company by the Battle Creek men 
is the second transferral of the 
property in a few months, and the 
third time in two years. 

The company was founded-by 
the Dean family of Ann Arbor 
many years ago, and remained in 
their hands until about two years 


yas 





ago, when S. Q. Pulver, Walter M. 
Bush and C. D. Bell, of Owosso, 
bought it. They owned the proper- 
ty until late last fall, when they 
sold to the Gratiot concern. They 
made a vast improvement in the 
property, transforming it from a 
badly dilapidated and inadequate 
system, to a modern plant, ade- 
quate to give the service demand- 
ed of it. The Owosso men spent 
many thousands of dollars in im- 
proving the property. 

Residents of Corunna, Vernon 
and Durand have long sought gas 
service. When the Gratiot com- 
pany purchased the Owosso prop- 
erty, it announced that it was vir- 
tually certain that a high pressure 


system would be installed and 
mains extended to those three 
towns. They are hopeful that the 


new concern will carry out these 
plans and give them gas service. 


Purchase Tract of Land 

New Britain, Conn.—The New 
Britain Gas Light Company has re- 
cently purchased a tract of land 
consisting of some 23 acres in the 
-astern part of New Britain, run- 
ning from Kelsey Street north to 
Selden Street, for future develop- 
ment of the company’s business 
Mr. H. T. Sloper, manager of the 
Gas Company, states no steps will 
be taken this year, but ultimately 
the site will be used for a new plant 
for the company. 


Will Award Construction 
Contracts 

New Haven, Conn.—The New 
Haven Gas Light Company will 
shortly award contracts for the 
general construction, structural 
steel work and boilers, in connec- 
tion with its proposed new boiler 
house, to be erected on East Chapel 
Street, this city, at a cost of about 
$40,000. Westcott and Mapes. 
Inc., 207 Orange Street, New Ha- 
ven, are the engineers in charge of 
the project. 
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Cities Service Annual Report 

The pamphlet report of Cities 
Service Company for 1922 which 
has just been issued shows an in- 
crease in net earnings from $12,- 
944.716 to $14,205,674. Preferred 
dividends cf tl\e company were 
earned 2.41 times against 2.23, and 
ile earnings on the average 
arount of common stock outstand- 
ing during the year amounted to 
S14.88 a share, as compared with 
$13.04 a share in the preceding 
vear. Gross earnings of Cities 
Service Company in 1922 were 
$154,658,971, as compared with 
$13,461,770 in 1921. 

The earnings of the public util- 
ity properties increased 20.65 per 
cent over the preceding year, or 
from $6,918,741 to $8,347,546. This 
was sufficient to pay not only all 
Cities Service Company interest 
charges and the preferred divi- 
dends, but showed a comfortable 
return on the outstanding common 
stock. This is evidence of the sta- 
ble condition of Cities Service 
Company, with its greatly diversi- 
fied interests and earning power 
therefrom. 

The itemized and explained con- 
solidated balance sheet of Cities 
Service Company and its. subsi- 
diaries shows marked improve- 
ment. On the assets side, total 
capital assets are $384,017,910, as 
compared with $347,637,972 in the 
preceding year, while total current 
assets were $58,075,238, as com- 
pared with $42,438,113 in the pre- 
ceding year. Of the total current 
assets in 1922, the cash item was 
shown at $12,189,883, as compared 
with $4,904,222 in 1921. Total cur- 
rent liabilities are shown in the 
consolidated balance sheet at $20,- 
720,120, which compares with $18,- 
532.347 in the vear before, giving 
the company a working capital as 
of December 31, 1922, amounting 
to $37,295,118, as compared with 
$23,905,766 in 1921. 


Some indication of the improve- 
ment in the earning power of the 
company is shown in the general 
statistics for the year. In 1922 the 
subsidiaries of the company pro- 
duced and sold 38,606,628,000 cubic 
feet of natural gas. This was 2,- 
000,000,000 cu. ft. more than the 
year before. There was an increase 
of approximately 100,000,000 cubic 
feet in the amount of manufac- 





tured gas sold, and the kilowatt 
hours of electrical energy sold in 
1922 totaled 862,066,092, which 
compared with 647,751,497 in the 
preceding year. 

In line with its policy of keeping 
production down to a minimum 
while the price for petroleum is 
low, the company continued its 
curtailment of drilling operations, 
and there were produced in 1922 
9,278,024 barrels of oil, as compared 
with 11,565,993 barrels in 1921. It 
is the policy of the company to 
store oil in the ground rather than 
to build extensive and costly stor- 
age above ground. 

General business conditions, ac- 
cording to the report, have im- 
proved in practically every terri- 
torv where Cities Service public 
utilities are operated. The demand 
for power, lighting and gas serv- 
ice is constantly increasing, and the 
company is doing what it can to 
increase its capacity to meet this 
demand. Extensive construction 
programs are in progress in Ohio, 
Colorado, Joplin, Mo., Sedalia, Mo. 
and Texas. 

During the vear the Three-Part- 
Rate or Readiness-to-Serve meth- 
od of charging for gas service, 
which is entirely a Doherty pro- 
duction, was made permanent in 
Kansas. President Henry L. Doher- 
ty in his remarks to stockholders 
refers again to this rate as the only 
practical and equitable method of 
rendering adequate service at a fair 
return. 

In discussing the operations of 
the petroleum production depart- 
ment in 1922, the report calls at- 
tention to the fluctuations of the 
market price for crude oil which 
occurred. From a price of $2 a 
barrel for Mid-Continent crude in 
January, 1922, there was a drop to 
$1.25 a barrel by August, which ob- 
tained until November 22nd, when 
the purchasing companies §an- 
nounced a new scale based on the 
gravity of the oil. This scale re- 
sulted in an average increase of 25 
cents per barrel on the total pro- 
ducticn of the Empire Gas & Fuel 
Company, Cities Service Com- 
pany’s chief petroleum subsidiary. 

The report calls attention to the 
fact that since the end of 1922 ad- 
ditional increases in price have 
been posted and added to grades 
specified, which brought the aver- 


age price received per barrel by 
Cities Service subsidiaries in Feb- 
ruary, 1923, up to approximately 
$2.15 a barrel. 

Concluding his remarks to stock- 
holders, Mr. Doherty said: 

“Your board is desirous of ex 
pressing its appreciation of the co- 
operation of its stockholders and 
employees in bringing about the 
most satisfactory situation dis- 
closed by this report. Your di- 
rectors have endeavored during the 
year to further strengthen the fi- 
nancial position of the company by 
the conservation of its cash _ re- 
sources, and feel sure that future 
achievement will justify this poli 
cy. 

Gas Companies Form Council for 
Research 

Los Angeles, Cal—Formation of 
the California Gas Research coun- 
cil, composed of representatives of 
gas companies of the state having 
a total gross revenue of more than 
$50,000,000 annually, and headed 
by Harry L. Masser, gas engineer 
of the state railroad commission. 
was officially consummated here 
April 20. Its announced purpose is 
to improve gas service in the state. 

Meeting in the Los Angeles offi- 
ces of the state railroad commis- 
sion, members of the council adopt 
ed a constitution. 

In addition to Mr. Masser, head 
of the council, other members of 
the organization are A. B. Day of 
the Los Angeles Gas Co.; F. S 
Wade, of the Southern Counties 
Gas Co.: F. J. Schafer, of the 
Southern California Gas Co.; W. S 
Yard, of the Pacific Gas and Elec- 
tric Co. of San Francisco; L. M 
Klauber, of the San Diego Gas and 
Electric Co., who was elected sec- 
retary-treasurer of the body; J. E. 
Kelley, of the Western States Gas 
Co., of Stockton, and William 
Moeller, of the Midway Gas Co. 
which supplies natural gas in 
wholesale quantities to Los An 
geles. 

Every member of the council is 
a gas engineer. At meeting of the 
council each engineer will be as 
signed to conduct a special investi 
gation. the cost of which will be 
shared by the comnanies belonging 
to the organization in proportion 
to their respective revenues. Funds 
for such expenditures will be taken 
from the council treasury. 
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Gas Rates Cut Another 5 Cents 

Providence, R. I.—Gas furnished 
by the Providence Gas Company 
will cost all classes of consumers 
thousand cubic feet 
less gn and after June 1, President 
Charles H. Manchester of the com- 
pany, has announced. The com- 
pany, at the same time, filed the 
new schedule with the Utilities 
Commission. 


five cents a 


This is the third reduction, 
amounting to a total of 20 cents a 
thousand cubic feet for all classes 
of customers, within 11 months. 
The most recent cut represents a 
consumer saving of $120,000 a year 
and the total cut will amount to 
a saving of $450,000 a year to cus- 
tomers. 


The reduction is the result of 
further savings by the company on 
coal contracts and of greater de- 
mand for its coke products, in part. 
The third voluntary reduction 
bears out a promise made by Presi- 
dent Manchester several years ago 
at a time when the city was press- 
ing the company very hard on an 
agreement, that whenever reduc- 
tions could be made with safety 
they would be made. 

The new schedule of rates, al- 
though effective June 1, will affect 
some consumers much earlier, de- 
pending on what date in May their 
meters are read for the June bills. 
The rates follow: 

For the first 10,000 cubic feet 
used in any one month, $1.15 per 
thousand cubic feet $1.05 
per thousand cubic feet net. 

For the next 90,000 cubic feet 
used in any one month, $1.05 per 


oT ° 
QTOSS, 


thousand cubic feet gross; $.95 
per thousand cubic feet net. 
For the next 100,000 cubic feet 


used in any one month, $.95 per 
thousand cubic feet gross; $.85 per 
thousand cubic feet net. 

For all in excess of 200,000 cubic 
feet used in any one month, 8&5 
cents per thousand cubic feet 
75 cents per thousand cubic 
net. 


gToOssS . 
teet 


The discount of 10 cents per 
thousand cubic feet will be allowed 
on gross amounts of all monthly 
bills rendered under this schedule 
if such bills are paid within 15 days 
from the date of the bills. 

A service charge of $6 per year 
per meter will be made, payable 
monthly. 


The above rates will become ef- 
fective on Jifne 1, 1923, and will 
apply to all bills rendered on and 
after that date. 

Fifteen cents additional is added 
to the rates for Riverside and Bar- 
rington, as usual. 


Increasing Capacity 

The Princeton Utilities Company 
of Princeton, Indiana has recently 
added a new 5 ft. 0 in. by 4 ft. 0 in 
by 4 ft. 0 in. Water Gas Set and an 
additional 5 ft. 0 in. Generator to 
its present gas ggnerating appara- 
tus. All of this equipment was 
furnished and erected by the West- 
ern Gas Construction Company. 

Adds Seven Foot Set 

The Wisconsin Public Service 
Company, Sheboygan, Wisconsin 
now has a 7 ft. and a 5 ft. water 
gas set, but owing to the increase 
in gas sales the 5 ft. set has be- 
come inadequate. 

A contract has been awarded to 
The Gas Machinery Company of 
Cleveland, Ohio, for a new seven- 
foot double superheater carburet- 
ted water gas apparatus, to be hy- 
draulically operated and complete 
with overhead operating floor 
steam and air meters and auxiliary 
eauipment. 

The gas company installed a new 
building last year of ample size to 
hold the two 7 ft. sets and with 
their auxiliary coal gas equipment 
will new be in first class shape to 
supply Sheboygan as well as the 
outlying districts that are being 
furnished with mains and services 


Jamestown Gas Users Reported 
Ready to Pay Cleveland Rate 
Settlement of the natural gas 

controversy that has continued in 

Jamestown, N. Y., for the past five 

vears between the people and the 

Pennsylvania Gas Company may be 

made on the the new 

Cleveland, Ohio, gas rates, accord- 

ing to a newspaper report from 

that city. City Solicitor Frank O. 
\nderson, of Jamestown, is en- 

deavoring to ascertain the wishes 

of the people on the closing of the 
litigation. 

\ttornevs in court action 
brought in Pennsylvania against 
the Pennsylvania Gas Company en- 
deavored to have the higher courts 
order the company to cease 
sending gas to Jamestown because 


basis of 


gas 





they do not have sufficient gas for 
Erie and Pennsylvania cities from 
which they hold charters. The 
Jamestown attorneys immediately 
obtained a court injunction pre- 
venting the company cutting off 
the supply, poor as it is. 

Increased rates was the original 
cause of the Jamestown litigation. 
Now that East Cleveland, Ashta- 
bula and other cities have accept- 
ed the new ascending scale of rates 
approved by U. S. Government gas 
experts on conservation of gas, 
Jamestown may be the first city 
outside of Ohio to agree to pay as 
high as $1.35 a thousand feet for 
consumption of more than 5,000 
feet of gas. Many gas customers 
have found that it is cheaper to 
put in modern equipment and ar- 
range to cut off all except kitchen 
gas about the first of November 
under the new rate schedule with 
minimum of 40 or 50 cents as the 
present Erie scale requires. 


Diamcnd Alkali Co. Orders Coke 
Ovens 

The Koppers Company has re- 
ceived a contract from the Dia- 
mond Alkali Company, Pittsburgh 
Pa., covering the design and erec- 
tion of 37 combination coke and 
gas ovens of Koppers’ improved 
type to be built at Alkali, Ohio, to- 
gether with by-product and motor 
fuel plants. 


Adds to Equipment 

The Southern Gas Improvement 
Company of Henderson, N. C., has 
recently added to its gas making 
equipment, a new water tube con- 
denser. This condenser was fur 
nished by the Western Gas Con 
struction Company. 


Orders Automatic Control 

The Rochester Gas and Electric 
Company of Rochester, New York 
has recently placed contract with 
the Western Gas _ Construction 
Company for the “Western” Auto- 
matic Control. This control will 
operate the Generator Blast Valve 
Carburetter Blast Valve, Revers- 
ing Valve, Stack Valve, Generator 
Steam Cut-off Valve, Oil Spray 
Oil Cut-off Valve, Turbine Steam 
Valve, and operating cylinders on 
\utomatic Charger of their new 
11 ft. 0 in Water Gas Set. 
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Halt Cleveland Shut Off 


Cleveland, Ohio.—The City of 
Cleveland wins the first round in 
the battle now being waged be- 
tween the East Ohio Gas Com- 
pany and the municipality, by rea- 
son of the former’s determination 
to suspend service, growing out of 
the failure of Council to agree to 
a new schedule of rates, submit- 
ted some months ago. 

In the Supreme Court at Colum- 
bus, the application of the gas 
company for permission to sus- 
pend service to Cleveland @n April 
21, instead of May 1, the date orig- 
inally set by the Supreme Court 
when it might withdraw from the 
field, was denied, and instead the 
company was ordered to continue 
yperation until July 1, pending ne- 
gotiations for a new franchise. 

Linder the order of the court, the 
East Ohio Gas Co. specifically 1s 
protected from being brought un- 
de: either the Marshall ordinance 
or the Miller act in giving service 
in Cleveland until July 1, or until 
a settlement is completed and rati- 
fied. 

\s a result of the new lease of 
life for gas in Cleveland, new ne- 
gotiations, voted by the City Coun 
cii. were laumched at once between 
the council committeemen, the ad- 
ministration, and represenatives of 
East Ohio. 

In many circles throughout 
Cleveland the action of the Su- 
preme Court was regarded as an 
almost complete victory for the 
municipality. Sentiment through- 
out the city was that the new ne- 
gotiatitns would be successful, and 
that the threatened suspension of 
operations by the gas company 
would be halted for all time. 

The hearing before the Supreme 
Court, on the petition of East 
Ohio, that it be allowed to ter- 
minate’ its Cleveland service at 
least five weeks earlier than orig- 
inally permitted, was unusually 
short, and to the point. 

“For the safety and welfare of 
the people you must grant an ex- 
tension of time,” was the main 
point in the argument advanced by 
Law Director Paul Lamb, on be- 
half of the City of Cleveland. 

“Too much time has_ been 
wasted already, and an extension 
of time will lead only to further 
urfnecessary delays,” was the gist 
of the argument of S. H. Tolles 
for the company. 





The court confined its ruling 
purely to the points of law and 
ncither formally nor informally 
gave any orders for new negotia 
tins. The ruling, itself, never 
theless, implies a settlement must 
be made before July 1. The jour 
nal qntry of the proceedings fol- 
lows: 

“This day come the parties here 
to and this cause comes on for 
hearing upon the motion of the 
East Ohio Gas Co. to modify the 
injunction contained in the final 
decree of this court entered on De- 
cember 29, 1922, to change the date 
to which it was enjoined from dis 
cont}nuing service in the City of 
Cleveland from May 1 to midnight 
of April 20, and upon the motion 
of the City of Cleveland asking a 
modification of said order by ex 
tending said date from May 1 to 
\ugust 1, 1923. 

“On consideration of which mo 
tions the court, having heard the 
arguments of counsel, overrules 
the motion of the East Ohio Gas 
Co., qand grants the motion of the 
City of Cleveland to the extent 
that the injunction heretofore 
granted by the Court of Appeals 
restraining the East Ohio Gas Co. 
from discontinuing its service to 
the City of Cleveland and its in- 
habitants is hereby continued in 
force until the first day of July 
\. D. 1923, all of which is without 
prejudice to the right of the East 
Ohio Gas Co. to discantinue sery 
ice upon the date so fixed, which 
right is expresslv hereby reserved 
to it, and its occupancy of the 
streets of the City of Cleveland un 
til said date will be under the or 
ders of this court and not under or 
pursuant to the provisions of any 
ordinance of the City of Cleveland 
which is now or may be in force 
during said period. 

“Further, the East Ohio Gas Co 
vell not subject itself, by so con 
tinuing its service under the order 
of this court, to the operation of 
the Miller act, so-called Sections 
504-2 and 504-3 of the general code 
or render itself subject to the pro 
visions thereof.” 

Martin B. Daly. president of the 
East Ohio Gas Co., when told of 
the court action, is quoted by the 
Cleveland “Plain Dealer” as say 
ing: 

“In so far as it interests the peo 
ple, I’m glad of it. I’m glad of it 
because it will give the people 
more time to adjust their affairs 


and make preparations. It also 
sets the shutcff date at a more sea- 
sonable time of the year, a time 
when there is likely to be less in 
convenience to be suffered through 
a shutoff. 

“Of course, though, you realize 
the situation is unchanged as far 
as an agreement is concerned. The 
postponement does not affect that 
situation one way or the other. We 
are ready to meet with them (the 
council), but our last proposition 
was our final proposition.” 


Gas Industry Development 
Described. 

San Francisco, Cal—The devel 
opment of the allied gas and gas 
appliance industries in California in 
the last decade was related by five 
leading business men at the Gas 
Appliance day luncheon held at the 
Palace Hotel, under the joint di 
rection of the California Develop 
ment Associatioh and the Cali 
fornia Sanitation 
League. 

The program was an all-star af 
fair celebrating National Gas Stove 
and Water Heater week, and the 
utilization of gas as a fuel in the 
home and in industries was the 
theme of the day. 

Gas as a fuel is not threatened 
by electricity, according to Wig 
gifiton E. Creed, president of the 
Pacific Gas and Electric Company 
as is demonstrated by the big in 
crease in the use of gas in the last 
few years. The growth is not an 
accident, Creed explained. Elec 
tricity is for light and power pre 
eminently, but gas is superior as 
a fuel, and the whole tendency of 
the day is to dispense with solid 
fuels and burn the cleaner and 
more convenient gas. 

In the first six months of 1922 
more gas was sold in California 
than in the entire year preceding 
and this percentage of growth con 
tinues steadily, Creed said. The 
business is founded dn a real eco 
nomic need, and will not be wiped 
out by any sort of competition, he 
continued, 


Development 


because the funda 
mental business of the gas industry 
is to serve society. : 

Frank K. Runvan, general secre 
tarv of the Retail Furniture Asso 
ciation of California, emphasized 
the need for co-operation between 
gas appliance men and the furni 
ture dealer, since the latter han 
dles gas appliances also, 
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P. S. C. Investigates Cas Co. 
Books 

Birmingham, Ala.—Acting on the 
written declaration of the Mobile Gas 
Company that the fight against the 
valuation of $1,700,000 on its gas 
property in Mobile will be continued 
in the Federal Court, the Alabama 
Public Service Commission has filed 
with S. H. Dent, Jr., special mas- 
ter in the investigation, a motion for 
an order requiring the Mobile Gas 
Company to produce all books and 
records indicating the cost of its 
property within the jurisdiction of 
the Federal Court and to permit en- 
gineers and accountants of the Pub 
lic Service Commission to make such 
investigations as they may see fit. 

The motion was filed by Hugh 
White, special assistant attorney gen 
eral. It is alleged that the Mobile 
Gas Company had never produced 
its books and records showing the 
historical cost of its property, al- 
though the law giving the commis 
sion the right to make a valuation 
provides that historical cost shall be 
considered and that, although the 
company is about to bring to an end 
its case in the Federal Court, seek- 
ing a permanent injunction against 
the rates ordered by the commission, 
it had not offered to show the his- 
torical cost of its property. 

The commission alleged that many 
of the books and records of the com- 
pany are now without the jurisdic- 
tion of the Federal Court of Ala- 
bama, being held in the company’s 
main office at Chicago, and that it 
is necessary that the order be issued 
requiring the production of the rec- 
ords in Alabama. 

In asking the order for the pro- 
duction of the books, the commis- 
sion stated that the evidence of books 
will be important in the defense of 
the original order of the commission 
establishing a valuation and requir- 
ing the company to establish a 
schedule of rates based on this val- 
uation and that the evidence cannot 
be obtained in any other way than 
in an inspection of the books and rec- 
ords, which have never 
duced for inspection. 

The commission further alleged 
that it sent representatives to Mobile 
for the purpose of making an exam- 
ination of the books and records 
the historical cost of the 
property and that the representatives 
were denied the right to make the 
inspection. It urged the special mas- 
ter to order the company to keep its 
books and records within the juris- 


been pro- 


showing 


diction of the Federal Court for a 
period of at least three months and 
to give the commission the right to 
make its inspections under such rules 
and regulations as might be pre 
scribed by the special master. 
Simultaneously with the filing of 
the motion before Special Master 
Dent, it became known that the Mo 
bile Gas Company, through Harry T. 
Smith and Caffey, general counsel, 
had notified the commission that 
there would be no compromise which 
would not recognize a valuation of 
$1,969,565, the original valuation 
fixed by the commission. This valu 
ation was withdrawn on hearing and 
the commission fixed the new valua- 
tion at $1,700,000. The rates based 
ou this new valuation are now being 
resisted in the Federal Court. 


T. J. Kelley Appointed 

Fort Wayne, Ind.—J. H. War- 
nick, for the past three years engi- 
neer for the Northern Indiana Gas 
and Electric Company, of this city, 
has announced his resignation, ef- 
fective at once, to accept a posi- 
tion as engineer with the Equitable 
Gas Company, of Pittsburgh. 

Thomas J. Kelley, formerly of 
this city, but for the last year en- 
gineer at the company’s gas and 
electric plant in Lafayette, will re- 
turn to Fort Wayne to take the 
position made vacant by Mr. War- 
nick’s resignation. 

In his new position Mr. Kelley 
will have charge of all engineering 
atters connected with the com- 
pany’s business in Fort Wayne 
Bluffton, Decatur, Wabash, Peru, 
Logansport, Frankfort, Lebanon 
and Crawfordsville, and will also 
serve as advisory and consulting 
engineer of the Lafayette Gas and 
Electric plants. 


Frederick Cc. Adds Water Gas 
Equipment 

The Potomac Public Service 
Company of Frederick, Maryland 
has decided to install water gas 
generating equipment, and has 
awarded contract to The Gas Ma- 
chinery Company of Cleveland 
Ohio, for a six-foot double 
superheater carburetted water gas 
apparatus, complete with overhead 
operating floor, air and steam 
meters, blast apparatus, condenser 
and auxiliary equipment. 

This new set will be placed 
alongside of their present generat- 
ing equipment, and the building 
will be re-arranged to suit. 
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Gas_ Light 

Team Wins 

team of the Leo 
agnt Co., ot’ £20 
motored to North 
21st, to roll the 
Northampton Gas Light Co.'s 
bowling team a returned match 
They had hopes of winning back 
their prestige as the star bowlers 
of Worcester County, but the 
Northampton boys were too much 
for them and came through with 
a lead of 52 pins over the Leomin 
ster team. Anderson, of Leomin 
ster, rolled high score, and Bozzo 
of Northampton, rolled high for 
the home team. Following the 
game a social time was held and 
refreshments served. 


Northampton 
Bowling 

The bowling 
minster Gas | 
minster, Mass., 
ampton, April 
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Tablets Preserve Memories 

In the business office of the Den 
ver Gas and Electric Light Com 
pany, one of the finest buildings in 
the City of Denver, Col., one’s at 
tentioh is arrested by two bronze 
tablets. 

The inscriptions are: 

March, 1874 \ugust, 
Frank W. Frueauff 
President 
The Denver Gas and Electric Light 
Company. 

\ Man 
himself can be 
parallel. 
Erected by emplovees who worked 

for him 


192? 


None but his 


December, 1855 1922 
William J. Barker 

Vice-President and General 

Manager 

Denver and 

Light Company 

Electrical Builder of 
World. 

“Who Stood Four-Sauare to Every 
Wind That Blew”. 
Erected by employees who worked 
for him 


February, 
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Yea verily, tributes from the heart 


To Have Special Blue Gas Set 


The East Idaho Gas Company of 


Idaho Falls, Idaho. is soon to have 
a 5 ft. 0 in. special Blue Gas Set 
The special construction permits 
the use of soft coal as fuel and was 
developed by W. D. Wilcox, engi- 
neer for this company. The West 
ern Gas Construction Company 
will fabricate and erect this appa- 
ratus. 








